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Circle of Security on the Trail to Independence 


Those who sought financial independence in 1849's great 
Gold Rush found the trail a nightmare of uncertainty, acci- 
dents, sickness and Indian raids. The wagon train, made up of 
families banded together for mutual protection, formed about 
the only kind of security available to the pioneer in those days. 


Your Road to Security... 
a Penn Mutual Independence Plan 


The right to provide for our own future in our own way is a heritage Americans 
always have cherished. 


Today, as in 1847 when The Penn Mutual was founded, financial security 
depends on planning to meet the uncertainties of tomorrow. Over 600,000 
families, many of them Californians descended from the ’49ers, look to The 
Penn Mutual to remove uncertainties, to help assure financial independence. 


A Penn Mutual Independence Plan can be tailored to your needs... present 
and future. For example, while providing for your own retirement later on, it 
can make certain also that funds for mortgage payments ... or for a college 
education ... are available when needed. 


A Penn Mutual underwriter can help you plan wisely, offering you both expert 
knowledge and friendly understanding. He represents a Company with experi- 
ence of more than a century and assets of well over a billion dollars. Call him 
today ... his services are yours without obligation. 








THE PENN MUTUAL Lire INSURANCE COMPANY - INDEPENDENCE SQUARE, PHILADELPHIA 


Penn Mutual Advancement Opportunities Go to Penn Mutual Men 


FRIDAY, FEBRUARY 12, 1934 

















Year in and year out, certain 


questions about life insurance 





are asked over and over again. 
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Ways-Means Plan 
‘Seen as Help to 
Pension Programs 


Would Remove Integration 
Requirement, Aid Individ- 
val Policy Trusts 








WASHINGTON—Changes in the 
internal revenue code approved by the 
ways and means committee would be 
favorable to the sale of pension plans 
and pension trusts, particularly trusts 
| funded by the sale of individual life 

insurance policies. The present law 
| discriminates somewhat against plans 
| based on individual policies. 

The changes would sweep away the 
need for the present highly complex 
formulas for integrating pension plans 
with social security, would permit 
widows’ and orphans’ pensions to be 
embodied in a pension plan, and would 
remove the present tax penalty against 
the employe who is covered by a plan 
that is not approved under section 
165(a) of the internal revenue code. 
The tax penalty against the employer 
would still remain but since it is not 
in the part of the tax law covering life 

' companies the removal of the em- 
ploye’s tax penalty might be important 
to life company pension plans for 
agents. 


Removal of the need for integration 
formulas would particularly help pen- 
sion trusts based on individual policies, 
although it would also greatly simplify 
the handling of all types of pension 
plans where there could possibly be a 
question of violating the ban on dis- 
crimination in favor of the better paid 
employes and executives. 

The integration formulas have to be 
highly complex, mainly because they 
must maintain the required relation- 
ship between benefits provided for the 
employes earning more than the pres- 
ent social security wage base of $3,600 
and those earning less. Under the ways 
and means plan, instead of integra- 
tion formulas there would be a re- 
quirement that benefits for those earn- 
ing more than $4,000 (approximately 
the proposed social security wage 
base) could not be a higher percentage 
of their pay as compensation increases 
above the $4,000 mark. 


There would be no need to relate 
any of the benefits to the pay of those 
earning less than $4,000. In effect, this 
would remove fine-grain distinctions 
between those earning the lowest in- 
comes and those earning somewhat 
more and would effectively prohibit 
any discrimination among those earn- 
ing $4,000 and up. 


The integration rules have tended to 
discriminate against individual-policy 
pension trusts because of the complica- 
tions involved in attempting to trans- 
late the death benefit provisions of 
Social security into the equivalent in 








Archibald MacAulay 
New President of 
North American Re 


NEW YORK—North American Re- 
assurance has elected Archibald H. 
McAulay as presi- 
dent and director, 
effective March 1, 
to succeed J. How- 
ard Oden, who 
died suddenly Jan. 
St. 

Mr. McAulay 
was born in Scot- 
land and = gradu- 
ated with first 
class honors from 
Glasgow Univer- 
sity, where he was 
medalist in math- 
ematics. He is a fellow of the Society 
of Actuaries. 

In 1928 he joined the actuarial de- 
partment of Sun Life of Canada. He 
was assistant actuary of Northwestern 
National Life for five years before go- 
ing to National Life of Vermont in 
1944, where he is at present vice- 
president in charge of underwriting 
and director of selection. As chairman 
and member of various committees in 
that company he has had broad train- 
ing in general management. 

In Montpelier he has been chairman 
of the board of trustees of Bethany 
Congregational Church and chairman 
of the Red Cross blood bank and of 
the local chapter of the Red Cross. 


A. H. MacAulay 








life insurance in order to determine 
how much leeway there might be for 
granting benefits to better-paid em- 
ployes. 

The proposed provision that encour- 
ages the providing of widows’ pensions 
adds to the incentives to set up pen- 
sion plans but it also might tend to 
invade the market for personal life 
insurance. 

The ways and means committee 
would also boost the basic aggregate 
limit for contributions for current 
service from 5% to 10%. 
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Amber Chairman, 
Furey President 
of Berkshire Life 


PITTSFIELD—Berkshire Life has 
elected Harrison L. Amber chairman 
and W. Rankin Furey president, effec- 
tive May 1. 

Mr. Amber has been president of 
Berkshire Life since 1948. He joined 
the company 35 years ago after army 
service. He was district agent in Iowa 
City and general agent in Buffalo, 





a E . 
H. L. Amber W. Rankin Furey 


where he was president of the Buffalo 
Life Underwriters Assn. In 1931 Mr. 
Amber became vice-president in 
charge of agencies. He attended Cen- 
tral University and Drake University 
and graduated from Des Moines Col- 
lege. He has been president of the 
Pittsfield Chamber of Commerce, 
Pittsfield Taxpayers’ Assn., and Pitts- 
field United Community Chest. 

Mr. Furey joined Berkshire Life 
after graduation from Princeton in 
1922. He was an agent in New York 
City and an agent and general agent 
in Pittsburgh. He became director of 
agencies in 1943, a director in 1945, and 
executive vice-president in 1952. Mr. 
Furey was a member of one of the first 
CLU chapters and has served as a di- 
rector of the American Society of CLU. 
He has been a trustee of NALU, and 
director of LIAMA. Mr. Furey’s father, 
William M. Furey, who was with Berk- 
shire Life more than 50 years, was the 
only active field man ever elected a 
director. Rankin Furey’s son, William 
M. Furey, II, is a supervisor in the 
Berkshire agency at Pittsburgh. 








Late News Bulletins 








Aeina Life May Move Out of Hartford 


HARTFORD—Construction of a proposed cross-town highway may make it 
necessary for Aetna Life to move its home office because the road would 
make “an uncomfortable situation” for a planned $312 million wing, according 
to President Morgan B. Brainard. He told stockholders Wednesday the pro- 
posed east-west highway could cut through a portion of Aetna’s property. This 
would mean that Aetna would have to move to some “small friendly outlying 


town,” he said. 


Moynahan to Fill Out Rosser NALU Term 


John D. Moynahan, manager of Metropolitan Life at Chicago and a past 
president of National Assn. of Life Underwriters, has been elected by the 
NALU board of trustees to fill the vacancy on the board caused by the recent 
death of Mitchell M. Rosser, Phoenix Mutual, Boston. Mr. Moynahan will 
serve until the annual convention in September. Mr. Rosser’s term would have 
expired at that time. The bylaws provide for election by the trustees to fill a 
vacancy only until the next annual meeting. 

(Additional Late News on Page 20) 
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Medical, Group 
Meetings Draw 
Record 375 


Chicago Session of 
Conference Spiced by 
Government Activity 


The hospital-medical and _ group 
meetings at Chicago this week of 
Health & Accident Underwriters Con- 
ference attracted a record crowd of 
about 375. Both meetings had special 
significance—the hospital-medical ses- 
sion because that business is beset with 
problems thrust upon it since it has 
taken on a tremendous social signifi- 
cance and the administration is inves- 
tigating some sort of reinsurance plan; 
while in the group business the situa- 
tion is one of internal problems, al- 
though there is the added complica- 
tion of recent investigations into wel- 
fare funds. 


The entire hospital-medical program 
was given over to a discussion of in- 
suring older-age persons. Five pre- 
pared papers were delivered on this 
subject, and there was an afternoon 
devoted to open discussion. 

At the opening session, John P. Han- 
na, conference managing director, 
spoke briefly about the FTC investiga- 
tion. He said the FTC requirement is 
that the companies supply it with 
newspaper and magazine advertising, 
radio and TV scripts, and general cir- 
culars and direct mail pieces. There 
have been questions from the compa- 
nies as to whether group proposals are 
included in this classification, and the 
answer is “no.” If companies are put- 
ting out explanatory booklets on group 
plans urging employes to join the 
group, the FTC wants specimens only. 
If an agent or broker is doing his own 
advertising, the FTC is not requesting 
that material unless the broker or 
agent sends it in to the company for 
approval. 


Mr. Hanna introduced Robert R. 
Sills, special attorney of the FTC in 
charge of insurance matters, and Don- 
ald MacDonald, attorney in charge of 
the Chicago and mid-western office. 
Mr. Sills spoke briefly, saying that he 
feels when the investigation is over, 
the A&H people will be addressing 
their mail to a new division of FTC. 
He added he was impressed with the 
fact that during this investigation the 
attitude of FTC is that there should be 
nothing done to disturb the public con- 
fidence in A&H in general. The whole 
investigation is being handled in a 
quiet way with the effort on getting 
facts. 

H. Lewis Rietz, vice-president of 
Lincoln National and conference presi- 
dent, had some comments on the Eis- 
enhower reinsurance plan. It was 
thought that the administration bills 
would be in the Congress by now and 
there would be an opportunity to dis- 

(CONTINUED ON PAGE 19) 
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Black, Box Car Figures 
Tell ‘53 Company Results 


AETNA LIFE 

The new ordinary life total for Aetna 
Life in 1953 was $381 million. The total 
for new group and employe plans (in- 
cluding $610 million of increases on 
old policies) was $1,732,000,000. Ordi- 
nary insurance in force increased $162 
million to $3,136,000,000, and group in 
force gained $1,456,000,000 to $10,226,- 
000,000. 

Premium income rose from $404,- 
485,157 to $463,108,057 and included 
A.&H. premiums of $168,467,593, a 
gain of $24,538,359. 

Assets of $2,370,717,580 showed a 
gain of $202,722,163, and surplus in- 
creased $11,619,418 to total $102,- 
206,096. Contingency reserves of $65,- 
800,000, including a security valuation 
reserve of $22,050,000 now required by 
insurance departments, represented a 
decrease of $1,942,904. 

There were $5,992,256 appropriated 
for policyholder dividends, $1,871,616 
applied to strengthen reserves for life 
insurance and annuity contracts, and 
$1,150,000 added to employes’ retire- 
ment allowance fund, which now 
stands at $16,850,000. 


BERKSHIRE LIFE 

Berkshire Life’s new business for 
1953 totaled $47,304,710. Insurance in 
force is $448,028,799. Benefit payments 
amounted to $8,611,125, of which 58.5% 
was paid to living policyholders and 
$3,549,315 in death benefits. Assets are 
$147,561,589, up $7,494,755 and surplus 
and contingency funds are $6,836,561, 
up $335,994. Reserves and policyholder 
funds total $136,826,802 and total in- 
come reached $19,315,132. 


CENTRAL LIFE, IOWA 

Central Life of Iowa’s 1953 new bus- 
iness of $43,800,000 was the largest 
ever and an increase of nearly $3 mil- 
lion, reports President W. F. Poorman. 
Insurance in force rose to $384 million, 
as against $364 million. 

Assets increased by $6,102,000 to 
$128,240,000, and surplus gained $604,- 
891 to $11,212,646. The rate of interest 
earned was 3.47%, compared with 
3.42%. After federal income taxes, the 
comparative figures were 3.30% and 
3.25%. 

The company will increase its divi- 
dends to policyholders by approximate- 
ly 30% May 1. 


CONTINENTAL ASSURANCE 


New high totals of assets, surplus 
and volume of business were recorded 
by Continental Assurance in 1953. 
Insurance in force of $2,587,083,035 was 
a gain of $409,182,087, the greatest 
ever. Operating profit after taxes was 
$3,204,035. Assets rose $44,167,121 to 
total $285,285,852. Capital funds in- 
creased $2,382,466 to a new high of 
$25,862,806. 

The company declared a quarterly 
dividend of 50 cents per share payable 
March 31 to stock of record March 17. 
This compares with 40 cents per share 
last year. 


FIDELITY MUTUAL LIFE 

A new paid business record of $88,- 
290,604 was established in 1953 by Fi- 
delity Mutual Life, it is reported by 
E. A. Roberts, president. The increase 
was 13.7%. Insurance in force reached 
$807,685,379, compared with $753,049,- 
611. 

Benefit payments totalled $14,544,- 


653, and $2,440,144 was set aside for 
dividends to policyholders. Surplus 
amounted to $11,828,674, up from $11,- 
058,430, and assets increased $13,398,- 
993 to $280,725,051. 


GENERAL AMERICAN LIFE 

Substantial sales increases in all 
lines were recorded by General Amer- 
ican Life in 1953, according to Powell 
B. McHaney, president. 

Individual life sales increased 32%, 
reaching $60 million—a goal set two 
years before when sales were a little 
more than half this amount. Personal 
A. & H. premiums increased 15%, while 
earned group premiums gained 21%. 
Total premium income amounted to $39 
million as against $33,500,000. Insur- 
ance in force of more than $1.5 billion 
was higher by $174 million. Ordinary 
represented one-third of the total, and 
group two-thirds. 

Assets amounted to $203,840,000, an 
increase of $8,264,000. After increasing 
the reserve for mortality fluctuation by 
$532,000 and the reserve for fluctua- 
tion and asset value by $311,000, 
surplus reflected a gain of $1,036,000. 

Dividends and experience rating 
credit paid policyholders totalled $5,- 
217,000, up $600,000. Total benefit pay- 
ments were more than $28,500,000, a 
gain well in excess of $1 million. 


JEFFERSON NATIONAL 

Jefferson National Life in 1953 had 
its best year, according to President E. 
Kirk McKinney, insurance in force 
reaching $93,877,914, a gain of $12,001,- 
131. New life paid for of $18,905,029 
was up 32.7%. The average size of new 
policies was $4,415. A&H premium in- 
come amounted to $800,393 as against 
$692,385. 

Assets increased $1,525,490 to total 
$11,157,995, the best gain ever. Total 
income was $3,948,332 and benefit pay- 
ments amounted to $1,109,669. In addi- 
tion to actuarial reserves of $7,041,725 
and other policyholder reserves of $1,- 
845,822, capital and surplus represent 
an additional guarantee amounting to 
19.1% of liabilities. 


JOHN HANCOCK 

John Hancock paid for a record $1,- 
680,000,000 in 1953. Benefit payments 
totaled $278 million, up $26 million. In- 
surance in force is $14,646,000,000, up 
$1,263,000,000, of which $8,061,000,000 
is ordinary, $3,719,000,000 is group and 
$2,866,000,000 is industrial. Assets 
reached $3,852,716,000, up $312 mil- 
lion. New investments of $447 million 
yielded an average gross return of 
4.28%. Rate of interest on all invest- 
ments was 3.27% as against 3.17%. 
Distribution of dividends for 1954 is 
$55 million, up 12%. Obligations and 
contingency reserves are $3,574,682,000 
and general surplus is $278,034,000. 


LUTHERAN MUTUAL LIFE 

Now celebrating its diamond anni- 
versary, Lutheran Mutual Life reports 
1953 as its most successful year. Insur- 
ance in force increased 9.29% to 
$294.660,475, while assets rose 11.54% 
to $60,238,794. New sales amounted to 
nearly $31 million, the net gain exceed- 
ing $25 million. 

Interest earnings of 3.38% compared 
with 3.29%. Income was $10,626,325, of 
which $7,481,887 was from premium 
payments. Benefit payments totalled 
$2,384,399 and $1,300,000 was set aside 


as a reserve for 1954 dividends. Surplus 


now totals $3,918,964, a gain of 
$564,409. 

MANUFACTURERS LIFE 
Manufacturers Life’s business in 


force in the U. S. passed the half- 
billion dollar level in 1953, according 
to J. H. Lithgow, president. Insurance 
in force reached $1,744,984,094, as 
against $1,490,647,588. New business 
was $245 million, $92 million of this 
in the U. S. Insurance in force now is 
comprised of $1,549,362,996 ordinary, 
$81,758,194 group, $114 million de- 
ferred annuities, and individual vested 
annuities currently paying over $4 mil- 
lion per year and group annuities pro- 
viding for ultimate payments of $11.5 
million per year. 

Benefit payments exceeded $30 mil- 
lion. Assets increased to $540 million, 
a gain of $48.5 million. 


MASSACHUSETTS MUTUAL 


President Leland J. Kalmbach re- 
ports that Massachusetts Mutual Life’s 
1953 sales of $507,654,604 were the 
largest ever and represented a 26.7% 
increase. New highs were set in both 
ordinary and group sales. The ordinary 
volume of $382,062,029 was an in- 
crease of $53,356,500, and group vol- 
ume rose to $125,592,575 as against 
$72,105,165., 

Insurance in force reached $3,948,- 
742,322, ordinary accounting for $3,- 
582,598,288, up $215,978,461, and group 
for $366,144,034, up $107,962,431. The 
average size of new policies written 
was $7,373. 

Assets amounted to $1,655,699,853, a 
gain of $91,634,057. In addition to nor- 
mal policyholder reserve funds, $16,- 
621,441 was held in special contingency 
reserves for fluctuation in the value 
of investments, and unassigned surplus 
was a record $96,524,135, an increase 
of $5,190,972. Total receipts were $226 
million, a gain of almost $12 million. 
Premium income was $135,990,763, up 
$8,647,028. Benefit payments amounted 
to $116,483,474, of which $31,130,252 

(CONTINUED ON PAGE 19) 





STRONG S. C. BACKING 


Hendley Throws 
Hat in NALU 
Trustee Ring 


William S. Hendley, Jr., Mutual Life, 
Spartanburg, S. C., has been endorsed 
for trustee of Na- 
tional Assn. of 
Life Underwrit- 
ers by the Spar- 
tanburg, Colum- 
bia, Greenville 
and South Caro- 
lina _ associations, 
and his candidacy 
has been formally 
filed with the NA- 
LU nominating 
committee. 

Mr. Hendley, 
with Mutual Life 
since 1937, except 
for five years war service, has held all 
elective offices in the Columbia associ- 
ation and has served as president of 
the South Carolina association. Cur- 
rently he is a member of the state law 
and legislation and the social security 
committees of NALU, and has served 
as chairman of the state association’s 
legislative committee which secured 
passage of the model group bill in 
South Carolina. 

A regular qualifier for his compa- 
ny’s production clubs, Mr. Hendley is 
active in LUTC work and currently 
is instructing in part II. He is a grad- 
uate of The Citadel. 








William S. Hendley, Jr. 


Langer Mail Order Dis 
A&HInquiryls 
Revived, FTC Goes on 


WASHINGTON—Senator Langer; 
mail order investigation has been rp, 
vived, with prospect that hearings wil 
be resumed between Feb. 23 and 9) 
However, the exact date depends wet 
the handling of other business bef, 
the committee. 

Alvis Layne, counsel of Insurane: | 
Advertisers Assn., is tentatively scheq. | 
uled to testify at a hearing Feb, 9; | 
It has been indicated the senate judic. | 
ary committee would not be avery 
to having the record of its investigatio, 
more balanced than it is at presen 
with all the testimony submitted by 
government witnesses. : 

Layne is expected to testify along | 
lines of clarifying the nature of maj 
order insurance. 


Some interested in the federal trade 
commission investigation of A&H say 
they don’t know what the commission 
wants and even hint the commission | 
itself may not know. One thing tl 
which attention is called is that Frc | 
fixed no time limit for receipt of re. 
plies to its questionnaire to some 80 
companies engaged in the A&H field, 

As broad in scope as that document 
is, however, it could have been much 
broader if the industry liaison commit. 
tee had not succeeded in having elim. 
inated a number of requests for data 
regarding company profits, losses, loss 
ratios, loss expenses and various other 
angles. 

FTC has asked the companies for 
copies of all 1953 newspaper and mag- 
azine advertisements, mail advertising, 
material used on radio and TV, and 
solicitation letters or circulars adver- 
tising A&H, except letters to individual 
correspondents. Companies which do 
not do A&H business are advised they 
do not have to answer. 

FTC asks for total A&H premiums 
received and total claims paid in 1953. 
The commission says it will not pub- 
licize answers to its questions unless | 
it has a case to take to court. It will 
give a company whose advertising it 
adversely criticizes opportunity to con- 
fer with FTC. 

The companies are told that when 
the commission gets the material it 
will examine it for matter patently 
misleading. If found, FTC will ask the 
company for policies to compare. I! 
discrepancy is found between ads and 
a policy a fuller investigation will be 
undertaken. 

Representatives of companies may 
then talk matters over with FTC rep- 
resentatives. If the commission thinks 
the facts warrant, it may proceed with 
enforcement of laws it administers. 

FTC says it is interested in adver- 
tising that omits any material fact re- 
garding the policy advertised. 

FTC recognizes the right of any com- 
pany to resist the investigation, but 2 
that event the FTC is prepared to test 
the matter in the courts. ; 

FTC says it feels there is no conflict 
between public law 15 and section 6 
of the FTC act under which the inves- 
tigation is being conducted. But evel 
if there were, FTC feels it could pro 
ceed on advertising material shipped 
interstate. k 

FTC has given priority status to its 
A&H investigation. It has the money 
to do the job. It says it is not interested 

(CONTINUED ON PAGE 20) 














ruary 12, 1g} february 12, 1954 LIFE INSURANCE EDITION 3 


ee 


irder 


> Continental Companies 


Goes on 


itor Langer, 
| has been re. 
t hearings wil 
2b. 23 and 9) 
depends up, | 
usiness befoy 











GENERAL OFFICES: CHICAGO, ILLINOIS 
ANNUAL FINANCIAL STATEMENT 


of Insurance | Continental Assurance Company 


atively schej. | 


Continental Casualty Company 
and its subsidiary Transportation Insurance Company 




















ring Feb. % | 
ge a Consolidated Financial Statement—December 31, 1953 Financial Statement—December 31, 1953 
; investigatin ASSETS ASSETS 
pr 
submitted by on pene ose s ke ee eee was Kes $ 17,470,769 I ihe 40 5 40S ae ee ere eae $ 6,292,232 
: United States Government Obligations........ 56,162,817 United States Government Obligations. ........ 26,261,786 
testify along Canadian Government Obligations........... 6,266,391 Canadian Government Obligations............ 1,818,582 
ature of mai Other Public Bonds..............2eeeeee0: 55,102,578 Other Public Bonds..............-2eee0085 7,057,028 
Public Utility Bonds. .............0002ee ee. 528,142 Railroad Bonds and Equipment Trust Certificates 15,902,848 
federal trade Railroad Equipment Trust Certificates........ 119,836 Public Utility Bonds. ..............22000ee- 58,910,709 
of A&H say Miscellaneous Bonds .............-22eee0+5 1,949,379 Miscellaneous Bonds...............+s0ee08. 55,440,870 
€ commission Preferred Stocks. ..........cecceeeeceeces 6,559,472 Preferred Stocks..............2eeeeeeeeees 7,414,325 
> commission | Stocks of, Associated Life Insurance Companies.. 11,134,767 Ce cc ctcecevceececereeceeueens 10,373,952 
ne thing to| SESE OFOT OT TOT TOE EEE T TTC e 27,095,939 Mortgage Loans .............ceeeeeeceeees 55,807,611 
is that FIC Administrative Office Buildings.............. 5,981,587 Polley LOGMG. 2... ccc ccccccsccccccccecces 7,907,286 
pig of re. Net Premiums in Course of Collection......... 7,243,556 Home Office Building................ee000: 2,888,431 
! . Pes 800 (Not over 90 days past due) Other Real Estate Acquired for Investment... .. 16,259,438 
™ dena Accrued Interest and Rents................. 989,910 Net Deferred and Uncollected Premiums....... 10,709,454 
> been much PEELE PETS OTE OT TTT ET CTT 2,051,898 Accrued Interest and Rents and Other Admitted 
ison commit. ADMITTED ASSETS ............cceceeee $198,657,041 Fs occ cen ecrseccecescesesveeeeeswas 2,241,300 
having elim. ADMITTED ASSETS ...........00eeeeee $285,285,852 
sts for data LIABILITIES 
» nesses: is Unearned Premium Reserve................ $ 47,540,241 LIABILITIES 
: Reserve for Losses. ...........0eceeeeeeees 69,991,529 Policy Reserves... ............eeeeeeeeeees $219,048,505 
mpanies for Reserve for Loss Adjustment Expense......... 6,304,000 Pending Claim Reserve. .............see008. 5,200,224 
er and mag. Reserve for United States and Canadian Income Premiums Paid in Advance.............+++: 15,881,256 
advertising Taxes and Excess Profits Taxes............ 6,784,464 Additional Funds Held for Policyholders...... 9,772,612 
nd TV, and Reserve for Other Taxes..................:; 3,052,284 Reserve for Taxes. ........0. ccc cece cceeees 2,100,116 
ulars adver. Miscellaneous Liabilities.................... 2,466,751 Miscellaneous Liabilities.................... 5,583,319 
“y = Minority Shareholders’ Interest in Subsidiary. . . 215 _— Security Valuation Reserve.................. 1,837,014 
aaa tae Total Liabilities ..............0cceeeeeeees $136,139,484 Total Liabilities ...............0.00c ee eees $259,423,046 
' ; General Contingency Reserve................ $ 16,660,290 Group Contingency Reserve..............++. $ 2,695,000 
it in Ue Capital (Shares of $10 Par Value)............ 10,000,000 Capital (Shares of $10 Par Value)............ 6,500,000 
1 not pub EEO SLO rrr re ree eee 35,857,267 Searplens 2... ccc ccccccccccccccccccccces 16,667,806 
tions unless | Surplus to Policyholders................... $ 62,517,557 Surplus to Policyholders................... $ 25,862,806 
yurt. Tt wil | _ RRR rrrenerenen eS $198,657,041 NR eer reer $285,285,852 
vertising it SS 
nity to con- 
All securities are carried in accordance with the requirements of the National Association of 
Insurance Commissioners as follows: eligible bonds at amortized values; insurance stocks at pro 
that when rata share of capital and surplus; all other securities at quotations prescribed by the Association. 
—_ Pe Insurance in force as of December 31, 1953 
at oka Net premiums written during 1953........... $142,369,489 (“Paid-for” basis) ...........00eeeeeees $2,587,083,035 
parti Increase over 1952............2ccccccceees 26,520,784 Increase over 1952..........02 cee ceeeees 409,182,087 
en ads and DIRE 
ion will be RAYMOND H. BELKNAP tHARRY W. DINGMAN a HOMER J. LIVINGSTON JOHN E. STIPP 
anies may Wa. McCORMICK BLAIR FRANE B. ELLIOTT The First National Bank of Chicago Federal Home Loan Bank of Chicago 
. FTC rep- William Blair & Company Banker *LOUIS C. MORRELL R. DOUGLAS STUART 
sion thinks WILLARD N. BOYDEN BOYD N. EVERETT eens The Quaker Oats Company 
oceed with Vice President ice President and Treasurer +HOWARD C. REEDER STUART J. TEMPLETON 
inisters. EDISON DICK ARNOLD B. KELLER Senne ae ’ Waeon & Mellvaine 
in adver Director Senior Consultant and Director *J. M. SMITH ROY TUCHBREITER 
al fact re- A. B. Dick Company International Harvester Company First Vice President President 
, Continental Assurance Company only 


d. *Continental Casualty Company only 


—— The detailed Annual Reports of the Continental Companies 

red to test are being prepared. They will be furnished upon request. 

no confi! Casualty Insurance § Accident—Health—Hospitalization | Fire and Allied Lines —_ Life Insurance 
— Fidelity and Surety Bonds Domestic and Foreign Reinsurance 

ould pro- 

sell Cont INENTAL Companies e One of | Mineitesla Great , Institutions 
oe CONTINENTAL COMPANIES BUILDING ° 310 SOUTH MICHIGAN AVENUE, CHICAGO 4, ILLINOIS 
20) 

















4 


FteNATIONAL UNDERWRITER 








February 12, 1954) febri 











Use of Trusts in Business Insurance 
Discussed at N. Y. CLU Conference 


The subject of trusts in connection 
with business insurance was taken up 
at the afternoon session of the estate 
planners conference sponsored by New 
York City CLU chapter and moderated 
by Samuel L. Zeigen, general agent 
there for Provident Mutual Life. 

Panel members were Abraham S. 
Guterman, New York City attorney; 
William McKinley, vice-president of 


Bankers Trust Co. of New York, and 
David Zack, New York City CPA and 
attorney. 

Mr. Guterman in his remarks said 
that in any of these funding arrange- 
ments stress must be laid on the as- 
surance that what the parties are en- 
titled to will in fact be carried out. 
For example, in an ordinary type of 
cross-purchase agreement one would 


normally be concerned whether the 
transaction would be completely ex- 
ecuted, for instance, in a cross pur- 
chase where A and B are stock holders 
of a corporation and A takes out in- 
surance payable to B and B takes out 
insurance payable to A. In those cases, 
under certain conditions, because of 
the intervention of creditors or finan- 
cial stress or one reason or another, a 
kind of prior lien anticipated on those 
proceeds might not be effective and 
the entire plan might go haywire. 

In order to insure that this type of 
arrangement will be carried out, it 
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National’s Increased Dividend Scale constitutes another important achievement 
in its already enviable record of providing Low Cost insurance to its policyholders, 
The following illustrations give examples of our 
NEW LOW NET COST and NEW LOW NET PAYMENTS 
Example—Age 35 $10,000 Policy 


ED DIV 


[DENDS 










O54 








ORDINARY | 20 PAYMENT LIFE PAID UP 20 YEAR 
LIFE LIFE AT 65 ENDOWMENT 
Annual Premium per $10,000 274.50 402.60 317.10 522.80 
20 Year Results 
Total Gross Premiums 5,490.00 8,052.00 6,342.00 10,456.00 
Total Dividends Applied * 1,736.80 2,160.50 1,859.20 1,866.40 
Net Premiums 3,753.20 5,891.50 4,482.80 8,589.60 
Cash Value 3,700.00 6,610.00 4,660.00 10,000.00 
Net Cost 53.20 718.507 177.207 1,410.40 f 
20 Year Average Annual Net 
Cost per $1,000 .27 3.59 7 89 7 7.05 t 
20 Year Average Annual Net 
Payment per $1,000 18.77 29.46 22.41 42.95 


* Dividends neither a guarantee nor an estimate for the future 


National Life oi VERMONT 
Montpelie 








Insurance Company 


7 Return over cost 








SS 


would seem the logical thing to hay 
the stock and policies set up in a tny 
agreement whereby the trustee », 
ceives the money, there is no Chang 
for it be diverted to other purposes 
subject to claims of creditors and th 
stock is actually transferred and th, 
thing becomes a self-executing oper. 
tion. 

That is particularly true where ; 
man takes out insurance on his ow, 
life payable to his own estate or; 
stated beneficiary and there is a pg. 
sibility for one reason or another th; 
the plan may not be carried out, } 
addition to that, as a good many jp. 
surance men will recognize, where 4 
takes out the insurance on the life g 
B, the insurance proceeds are Sup- 
posed to be paid over to B or to B; 
designated beneficiary and there may 
be under the terms of the policy a log 
of the benefit of the various option; 
under these policies under those cop. 
ditions because the company will no | 
recognize the options in favor of the 
one who receives the proceeds. 

Many companies will recognize the 
exercise of the options by a truste 
and this represents a very valuabk 
item, at least it has been valuable yp. 
til now, particularly under the install. 
ment payment system, where it is free 
from any income tax. However, the 
House ways and means committee 
seems to be about to scrap this pro. 
vision; the final form is not clear but 
there seems to be some elimination 
of this substantial benefit of having all 
insurance under installment payments 
completely free of income tax. 

Under this proposed change there 
would still be some value, he said. 
The opportunity to choose the option 
is one that should not be lost in the 
shuffle. The possibility of its being lost 
will be averted by the use of a trustee, 

Mr. Zack at this peint asked Modera- 
tor Zeigen about the life insurance 
aspects of such arrangements. Mr. Zei- 
gen answered that some of the audi- 
ence might wonder why he was just 
sitting there and asking questions. 
However, he said that he had found 
that when a lawyer and an accountant 
are talking with a client it is wise for 
the agent to keep quiet. 

“The lawyer and the accountant are 
walking the client down a one-way 
street,” he observed. “At the end of | 
the street there I stand with an ap- 
plication.” 

Mr. Zeigen pointed out that the 
meeting was not a sales clinic but was 
designed to open up avenues of 
thought so that the agents would rec- 
ognize the problems of the client. He 
said the discussion had now gotten to 
the point where the client has said in 
effect, “Now, where is all this dough 
going to come from?” ; 

Mr. Zeigen said the best strategy 1 
to suggest the various other methods 
of financing before talking about life 
insurance. One of these is a plain buy- 
out of the decedent’s interest with cor- 
porate funds. Another is for the sur- 
vivor to buy out the interest over 4 
period of years in installments. But 
the prospective buyer may not wish 
or be in a position to put up the mon- 
ey; it might mean liquidating securities 
and having to pay a heavy capital 
gains tax. The third method would be 
to borrow money but this presents 
many obstacles. Moreover, the bankers 
who are being asked to lend the mon- 
ey would want to know whether the 
survivor can carry on the _ business. 
The decedent’s widow would doubtless 
have impressed the community with 
the vital role played by her late hus- 
band, which would of course not tend 
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YOU CAN JOIN THE 
MILLION DOLLAR 
ROUND TABLE! 






HERE IS YOUR KEY 


This sensational new book is your personal key to greater selling power. In “How 
To Raise Your Own Salary,” you get clear detailed guidance on every step of a 
make larger sales . . 
increase your selling capacity. You are shown WHAT TO DO to cash in on your 
abilities, and develop certain personal traits that “pay off” in larger earnings. 
Just mail coupon below to get your FREE — trial copy of “HOW TO RAISE YOUR 
OWN SALARY.” Use it for one week, without obligation. Make notes if you wish. 
Try out some of the procedures it gives you for fortune building and self-advance- 
ment. If you decide to keep it, send only $3.95, plus a few cents postage, in full 
payment. You have nothing to lose—everything to gain. Mail coupon NOW. 
Napoleon Hill has created a plan that will aid Life Insurance Underwriters in 
reaching the coveted MILLION DOLLAR ROUND TABLE. The plan has been tested 
and it works. If you wish to receive details of this plan with your copy of HOW TO 


planned program by which you can make more sales. . . 


RAISE YOUR OWN SALARY, just mark proper space in coupon. 


Here is Proof that this Step-By-Step Program Gets Results! 


@® The 17 basic, proven principles revealed in this book helped W. Clement Stone, 
President of the Combined Insurance Company, pyramid a hundred dollar invest- 
ment into a multi-million dollar premium income. 


® Earl Putnam, President of the Canada Health & Accident Assurance Corp. 
has this to say. “I have read Napoleon Hill's book from cover to cover and I view 
it as a text book for anyone interested in improving and advancing themselves and it 
strikes me that it should be in every sales organization across this nation.’ 


© Bernard Rapoport, Executive Vice President of the American Income 
Insurance Company says ‘‘all of our managers feel that ‘How To Raise Your Own 
Salary’ was so inspirational that it has become a bible — not only for themselves but 
for the men that are under them.” 


©... during my first seventeen hia in the life insurance business m 

year’s production was around $600,000, but since 1939 when I learned of 5 Fes 
Hill and practiced his philosophy. my production immediately increased to more ago 
a million dollars per year and e a life member of the coveted membershi 

the Million Dollar Round Tible ? in 1942”... Edward Choate of the New Eng cad 
Mutual Life Insurance Company. 


GET YOUR COPY OF THIS 
SENSATIONAL NEW BOOK NOW! 


prices for 
quantity orders sent 
on request, 
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FREE TRIAL COUPON 
MAIL TODAY 


NAPOLEON HILL ASSOCIATES, Dept. 7-A 
A division of W. Clement Stone Enterprises 
5316 Sheridan Road, Chicago 40, Illinois 
Without obligation, please send me for ONE WEEK‘S FREE TRIAL a copy of 
‘HOW TO RAISE YOUR OWN SALARY." In one week, if | decide to keep this 
book, 1 will send you only $3.95 plus postage in full payment. Or | will send the 
book back to you and owe nothing. 

© 1 am interested in your plan to help life underwriters make the MILLION 

DOLLAR ROUND TABLE. 


Name 
Address 
City State 











(1 SAVE POSTAGE. Send $3.95 with this coupon, and we will pay delivery 
charges. Same return — _ your money back if not completely satisfied. 
We will also send you graphed copy of Napol: Hill's famous 
DAILY CREED, suitable for Ronis. 
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Outlook Bright for 


More Coverage on 
Aged, Miller Says 


The fact that costs of medical care 
increase with age does not create an 
unusual underwriting problem, and 
the outlook for a substantial increase 
in coverages at the older ages is very 
favorable, John H. Miller, vice-presi- 
dent and actuary of Monarch Life, told 
those attending the hospital-medical 
meeting of H. & A. Underwriters Con- 
ference at Chicago. 

“Roughly, the cost of hospital con- 
finement per capita for the over-65 
age group is four times that for per- 
sons under 65. For surgery it is about 
double. For medical care other than 
surgery, Mr. Miller said the cost prob- 
ably falls between that of hospital con- 
finement and surgery, since many ill- 
nesses of old age require only an oc- 
casional visit by the doctor. 

If the cost of insuring older persons 
for A & H can be determined with rea- 
sonable accuracy, a suitable premium 


*. 


can be set up and the business under- 
written on a sound basis. While exten- 
sion of insurance beyond previously 
observed limits might call for some 
experimentation and subsequent 
checking, it is a process familiar to 
those in the business. 

Group insurance now is customarily 
kept in force for all active employes 
regardless of age and without any in- 
crease in contributions. The practice of 
continuing coverage after retirement is 
increasing, and if during the period of 
employment coverage has been ex- 
tended to the wife, it is usual to con- 
tinue her coverage also when the in- 
surance is maintained for the retired 
employe. Blue Cross and Blue Shield 
offer a parallel in this respect, in that 
the insured may continue by paying on 
a direct basis. 

For individual policies, including 
family group, many companies limit 
their new business to applicants under 
a stated age, such as 60, 65 or 70. Other 
companies, including some of the larg- 
est writers of hospital and surgical, 
will issue through age 75 or 80 and a 
few companies have policies available 
to applicants at any age. Mr. Miller 
noted that many companies do not have 
















EMBLEM 


of the Company portrays its 
character. 
cates unity; the arch, stabil- 
ity; the oak leaves, maturi 
and endurance; the shield, 
strength; the scales, justice; 
the helmet, protection; the 
compass, direction; the key, 
friendship. Combined, they 
symbolize the Equitable Life 
of lowa .... a company 
keyed for Career Life 
Underwriters. 


Pgutlable Lif 


INSURANCE COMPANY OF IOWA 


The circle indi- 


any specific age limits to which they 
will renew, while others have a limit 
on renewal some years above the issue 
limit. Thus, individuals are not denied 
an opportunity to obtain health insur- 
ance because of advanced age. Admit- 
tedly, some of the policies in this 
bracket are more limited, but it is pos- 
sible to obtain an issue age through 75 
policies for a daily hospital benefit of 
as much as $15 up to 90 days with a 
$200 surgical and miscellaneous hospi- 
tal expense limit of $50. For persons 
age 76 to 80, daily hospital benefits of 
$10 are available, and for those over 
80, $5 daily benefits are offered. 

Companies not already issuing poli- 
ies at the older ages can help solve the 
problem of the business by doing so, 
Mr. Miller said. Those companies pres- 
ently terminating coverage upon at- 
tainment of a maximum age might 
well consider continued renewal of this 
business at such rates as may be neces- 
sary. 

In determining the premiums for 
such renewals, Mr. Miller reminded 
the underwriters to bear in mind that 
initial underwriting expense need not 
be considered—if it has not been re- 
couped at age 65 or some other limit- 
ing age, it certainly will be irrevocably 
lost by termination of the policy. Com- 
panies operating on the unlevel com- 
mission basis, and this comprises most 
of the business today, will have only 
renewal commission or service fee to 
consider by way of agent compensa- 
ton. Thus the renewal rates for older 
persons can be computed on the basis 
of a comparatively low expense load- 
ing. Mr. Miller said he is not suggesting 
that the cost of insuring older people 
should be subsidized by younger pol- 
icyholders, but rather that every effort 
be made to keep the cost of continued 
protection as low as possible by recog- 
nizing actual incidence of expenses and 
by seeking every economy in admin- 
istration. 

For those persons who have not car- 
ried A&H insurance until they reach 
an advanced age, Mr. Miller said here 
again is a field open to a good many 
more companies. The need for issuing 
insurance to older persons will dimin- 
ish, however, if renewals are permitted 
without limitation because of age. 

For group policyholders, the usual 
practice is for the retired person to pay 
the same amount for his continuing 
coverage regardless of age with the 
employer absorbing the extra cost. Mr. 








Architect’s drawing of Pacific Mu- 
tual Life’s north California headquar- 
ters building at San Francisco on 
which construction will begin in 
March. The new office will have four 
stories, each approximately 10,000 
square feet in area, full basement, 
mezzanine, penthouse and roof-top ter- 
race. It will include the latest engi- 
neering innovations, plus ground floor 
garage accommodations. The lower 
floors will be reserved for company 
offices, including the E. A. Ellis gen- 
eral agency which will occupy the 
mezzanine floor. 
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Says Insurers Partly 
to Blame for 
Welfare Fund Woes 


In those cases where labor-manage- 
ment trusteed welfare funds have 
come into disrepute after being used 
for the benefit of certain individuals, 
itis not only the union leader and the 
employer representative who are at 
fault; the blame has to be assumed in 
one or another by the insurer and the 
agent or broker, Martin E. Segal told 
those attending the group meeting of 
H&A. Underwriters Conference at 
Chicago. 

Mr. Segal, who is head of Martin E. 
Segal & Co. of New York, a group wel- 
fare and pension consulting firm, said 
he is “proud” of the approach being 
taken in the investigation of these 
cases by Superintendent Bohlinger. 
Mr. Bohlinger is handling this problem 
with an appreciation of what is good 
for the public as well as the insurance 
business, Mr. Segal added. The New 
York department is now studying more 
than 600 welfare funds. 


“If all insurance companies main- 
tained decent standards with respect 
to the acquisition of business, the 
abuses which have received publicity 
would be well on their way to being 
eliminated,” Mr. Segal maintained. The 
majority of the companies are mindful 
of their responsibility in this field, but 
those few that are not are “simply 




















closing their eyes to the implications 
of such practices like their excessive 
commission payments.” 

Mr. Segal held that the business 
must police itself, and if it does not do 
so effectively there will inevitably be 
restrictive legislation. He said there 
has to be elimination of excessive com- 
missions, needless service fees and so- 
called “administration fees,” and if this 
is done those in the field who are out 
to exploit it would automatically be 
eliminated. 

When competition is ethical, it is 
stimulating and results in good pro- 
ductive effort, but Mr. Segal con- 
demned “senseless competition be- 
tween insurance companies, with no 
other goal than production records.” 
This is pointless operation and _ it 
breeds all kinds of ills, among them 
lower benefits for higher costs. 
Thoughtful leaders in the business, he 
said, know there should be more em- 
phasis on quality rather than the vol- 
ume of new and additional business. 


Switching of insurers on welfare 
plans for the sole purpose of getting 
an agent or broker some new commis- 
sions or making room for a so-called 
“consultant” is harmful to the insured 
group, and Mr. Segal recommended 
there should be penalties against those 
following such practices. Leaders of 
industry and labor expect intelligent 
help from the insurance business, 
bg really understands this complex 
It is up to the business to help clean 
house, he went on. There should be a 
code of ethics developed and anyone 
violating the code should be prevented 
from participating in the conduct of 
welfare plans—just as bar associations 
throw out those of their members who 
violate the ethics of the profession. At 
the same time there has to be a sense 
of perspective. The evils that have de- 
in some funds ought not to 
dim the view of progress that has been 
made by the majority. The welfare 


fund idea has the support of the major 
political parties, the trade unions, the 
major employers’ associations and in- 
dustry groups. 





Converts to No-Par Status 


Great Southwest Life of Dallas has 
been converted from a _ full-capital, 
par-value insurer to a no-par-value 
stock company. The company plans to 
sell additional $10 no-par-value com- 
mon stock. It was organized in 1951 
with capital and surplus of $15,000 and 
pe was increased a year ago to $250,- 
000. 


Policy Surrender Effective 


When Intent Made Known 


Appellate court at Springfield, I11., 
has affirmed a lower court decision in 
favor of Equitable Society against 
beneficiaries of three policies of the 
late James I. Ransom. They had con- 
tended the company did not prove its 
defense that Ransom, before his death, 
exercised an option to surrender the 
policies and receive their cash value. 

In accordance with a policy provi- 
sion, Ransom asked for the surrender 
value within three months after the 
premiums fell in default. The request 


was forwarded to the company’s home 
office by its Peoria branch, though the 
surrender value was not issued until 
two days after insured’s death. 

The court stated that the insured be- 
came “bound to deliver up his palicy 
and the defendant to pay the cash sur- 
render value thereof upon its receipt 
of the insured’s letter accepting the 
policy option.” 





e@ Chicago Life Agency Cashiers Jan. 20 
viewed a film on the right and wrong 
use of the telephone, both in homes 
and businesses. It was presented by 
Illinois Bell Telephone Co. 


















































































































































1953 —AN EXCELLENT 


in Canada and 


new stature. 

















ASSURANCE 


WEAD OFFICE - WINNIPEG, CANADA 


YEAR FOR 
GREAT-WEST LIFE 


... services extended to 
broadening circle of policyholders 


the United States 


The year 1953 was marked by progressive achievement 
in al] phases of the Company’s operations. The following 
table of comparative figures illustrates the Company’s 


1953 1952 
Total Business in Force 
$2,393,566,143 $2,131,653,113 
New Business 
354,080,600 327,093,322 
Assets 
480,638,664 446,027,252 
Liabilities 
455,530,567 423,006,570 
Capital, Contingency Reserve and Surplus 
25,108,097 23,020,682 
Paid or Credited to Policyholders 
and Beneficiaries 

74,327,772 66,902,812 


Ylur foilire 02 or business To-day! 
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Computations Show 
Tax Savings in 


Level Renewal Plan 

NEW YORK—Since the Treasury’s 
decision, reported in Jan. 29th issue, 
not to appeal the circuit court of ap- 
peals decision in the Oates case, tax 
services have been receiving numer- 
ous inquiries, mostly from general 
agents having substantial renewal ac- 
counts and nearing retirement age, as 
to how much the leveled-out post-re- 
tirement comission plan approved in 
the Oates case would save in income 
taxes. 

W. J. Casey and J. K. Lasser of 
Business Reports, Inc., have worked 
out some figures based on data given 
in the tax court decision but assuming 
1954 tax rates, since these will pre- 
sumably be in effect for some time to 
come. While only the last seven months 
of 1944 and the full years of 1945 and 
1946 were under the internal revenue 
bureau’s fire, the tax court also scru- 
tinized the payments that would have 
been made in the ensuing 4 years as 
well. For the six years and seven 
months the commissions, if not leveled 
out, would have been $178,000. Of this 
amount $23,500 would have been pay- 
able in the last seven months of 1944, 
$42,350 in 1945, $32,900 in 1940, scal- 
ing down te $13,150 in 1950. 


Because of the impact of the gradu- 
ated income tax scale, the tax for the 
six years and seven months would 
have been about $54,000, assuming 
1954 rates, leaving an after-tax income 


of $124,000. 
Under the leveled-out plan, Mr. 
Oates received $1,000 a month, or 


$78,000 during that period. The income 
tax at 1954 rates would have been 
$17,700, leaving an after-tax income 
of $61,300. While this leveled out plan 
would thus cut the recipient’s take- 
home pay by $62,700, he had to his 
credit with Northwestern a _ balance 
of $99,000 on account of not having 
received the full amount of renewals 





3. Training 


as policyholders paid their premiums. 
The saving in taxes would, of course, 
depend not only on the amount of the 
renewal account but upon the general 
agent’s contract, as different companies 
vest renewals for different periods. 





Metropolitan Officials 


Hosts to Foreign Group 


NEW YORK—A group of Italian 
market research executives and spec- 
ialists, representing chambers of com- 
merce, trade associations, and industry, 
currently in the U. S. to study Amer- 
ican market and sales data research 
practices, visited Metropolitan Life to 
confer with officials. 

The visiting group’s chairman is 
Guglielmo Tagliacarne, secretary-gen- 
eral of Italian Union of the Chambers 
of Commerce. Samuel Milligan, Met- 
ropolitan’s senior vice-president, pre- 
sided at a luncheon for the delegation, 
and A. Rogers Maynard, 2nd vice-pres- 
ident in charge of market research for 
the field management division, pre- 
sided over the discussions which fol- 
lowed. 

Arnold R. La Force, 2nd vice-presi- 
dent, described the research techniques 
of Metropolitan’s investment opera- 
tions; Actuary and Statistician Ed- 
ward A. Lew spoke on the value of 
population and mortality statistics in 
providing broad information on the 
life insurance market; and Dr. Wil- 
liam A. Berridge, Metropolitan econ- 
omist, illustrated ways in which econ- 
omic and industrial data are directly 
used in insurance market research. 

The conference was carried on by 
means of an instantaneous transla- 
tion system, similar to that used in 
United Nations meetings. The six- 
week visit of the group to the United 
States is sponsored by Italian business 
organizations aided by the U. S. For- 
eign Operation Administration. 





Head N.Y. Red Cross Committees 


NEW YORK—Devereux C. Josephs, 
chairman of New York Life, has been 
appointed chairman of the life insur- 
ance committee for the New York City 
Red Cross drive in March. Serving with 
Mr. Josephs as chairman of the life 
agencies group will be Harry Krueger, 
general agent of Northwestern Mutual 
Life. 


NEW, POWERFUL TOOLS 


FOR AGENCY BUILDING 






Indianapolis Life is giving a big assist to general agents in 
recruiting and training of career underwriters by a new 
program that’s beneficial and rewarding to agents and 
general agents alike. 


1. Career Compensation Plan 


A 2-year plan—one of the most liberal both to agent and general agent. 


2. Production Incentive Agreement 


A contract for agents unexcelled by leading companies. 


Allowance 


A substantial amount paid to general agents for recruiting and training. 


PLUS THESE ADVAN TAGES—Success-proven training courses ¢ Programming 
schools ¢ Business and tax seminars « Aggressive selling materials © Lifetime 
service fees ¢ Complete line, low cost policies. 

Water H. Huent, President—Arvxoco Bere, C. L. U., Agency Vice-President 


INDIANAPOLIS LIFE 


INSURANCE COMPANY 
Mutual—Established 1905 


INDIANAPOLIS 7, INDIANA 





AGENCY OPPORTUNITIES in Illinois, Indiana, lowa, Ohio, Michigan, Minnesota, North Dakota, Texas 





Bill Would Permit 
Equity Annuity Sale 


to General Public 

NEW YORK—Variable Annuity 
Corp. of America, with headquarters 
at New York City, would be permitted 
to incorporate and to operate under the 
insurance law, under the terms of a 
bill introduced by Assemblyman Justin 
Morgan of Kenmore. It would offer to 
the general public the type of equity 
annuity already offered by College Re- 
tirement Equities Fund to teachers 
who are eligible for coverage through 
Teachers Insurance & Annuity. e 
aim is to provide closer conformity of 
income to cost of living. 

Incorporators of Variable Annuity 
Corp. are George E. Johnson, vice- 
president and general counsel of 
Teachers and of CREF; C. Lamont Post 
and H.C. Kurtz of Post & Kurtz, New 
York City general brokerage and life 
agency; John C. Maxwell of Tucker & 
Anthony, New York stock brokerage 
firm; and W. Rodman Parvin, vice- 
president of Guaranty Trust Co. of 
New York Cit). 

The annuities wouid be sold through 
agents and would be subject to expense 
limitations and other insurance law re- 
strictions. No opposition is expected 
from life companies or agents. How- 
ever, the insurance department is still 
to be heard from. 





Doctors for Coinsurance 


in Major Medical Plans 


Approval of the coinsurance prin- 
ciple in major medical coverage was 
voiced by Dr. Edward B. Martin, pres- 
ident-elect of the American Medical 
Assn., at the Wolverton committee’s 
health hearings. He said it is desirable 
that the individual participate in the 
cost of his illness so as to reduce 
lengthy hospital stays and avoid abus- 
es. A certain amount of medical care 
is an expectable item on any family 
budget, he said, and for this reason 
the promotion of benefits that are com- 
prehensive is not sound because it is 
the need for protection against the fi- 
nancial impact of truly major sickness 
or injury that must be emphasized. 


Advocates Deductible A&H 


Governor Goodwin J. Knight of Cal- 
ifornia told a news conference that he 
advocates private health insurance 
plans written with $50 or $100 deducti- 
bles on the same theory as automobile 
collision policies. If private insurance 
companies can’t handle this load he told 
the reporters, he is in favor of setting 
up a non-competing state medical in- 
surance fund which would offer pol- 
icies on a strictly voluntary basis. He 
described his idea as better than that 
of President Eisenhower, who has pro- 
posed a system of government rein- 
surance of private medical plans. 








Aetna Life Gives Bulletin Awards 

Certificates for producing outstand- 
ing agency bulletins during 1953 have 
been awarded three general agencies of 
Aetna Life. They went to Richard P. 
Fuchs general agency at Denver, for 
its Mile-hi Memos, J. E. Holt agency 
at Houston, publishers of Houston 
Headliner, and H. Horton Humphrey 
agency at Newark for Jersey Lightnin’. 

Judgment is based on excellence and 
effectiveness in design, presentation 
of contents and interpretation of agen- 
cy policies and plans. 





Gets Southland Center Duties 
William H. Oswalt, III, has been 
named vice-president of Southland 
Life and will direct the company’s 
activities in connection with the con- 
struction of the recently announced 
Southland Center, a development sim- 
ilar to New York’s Rockefeller Cent- 
er, which will cover a 2% acre tract 


in the central business district of Dal. 
las. Mr. Oswalt formerly served xy 
assistant to the city manager of Dally 
and as city manager of Jacksonville 
Tex., and Midland, Tex. 








Harmelin Agency Lectures ‘ 

NEW YORK--The next lecture jp 
the advanced training course fg 
brokers and life agents given by the 
Harmelin agency of Columbian Na. 
tional is scheduled for 6:30 pm 
Feb. 25. Lectures are given twice 
month on Thursday evenings. 





~ ; 
INSURANCE 
COMPANIES 


Bought and Sold 








Ours is the ONLY concern whose 
sole business is representing 
sellers and buyers of insurance 
companies. 


We have the connections, the 
“know how” and the market, 
which cannot be reached by 
individual direct effort. We 
can handle the sale of your 
company in a quick, quiet, 
confidential manner. 


Our buyers have the CASH 
and are ready to deal. 


Why not get in touch with us 
about your company TODAY. 





BRINSOR | 


1102 WALDHEIM BUILDING 
KANSAS CITY 6, MISSOURI 


BROKERS oF 
INSURANCE ORGANIZATIONS 








THE COMPANY 
BY THE GOLDEN GATE 








wire Dome a quality 


job in a quality market 










...the West Coast...with 
working conditions ideal 


the year around...a great 






place to build a life 





insurance career! 


WEST COAST 


INSURANCE LIFE COMPANY 


HOME OFFICE » SAN FRANCISCO 


HARRY J. STEWART + PRESIDENT 
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l \six in Home Office 
alla | Raised by K. C. Life 





' Kansas City Life has made six home 
office promotions and has named Al- 
8 pert L. Gustin, Jr., president of Gustin- 
pacon Mfg. Co., to the board. 

Patrick L. Humphrey, associate ac- 
tuary, advances to actuary; J. T. Lang- 
ston, assistant secretary, to assistant 
eneral counsel; L. J. Hale, assistant 
controller, to coordinator; O. H. 
Christopher, conservation auditor, to 
assistant secretary; Maurice R. Smith, 
regional agency supervisor, to assistant 
superintendent of agencies, and Arthur 
L. Holmberg, supervisor of servicing 
division, city investment department, 
to assistant treasurer. 

Mr. Humphrey joined the company 
in 1930, became assistant actuary in 
1937 and associate actuary in 1947. 
Assistant secretary since 1948, Mr. 
Langston went with Kansas City Life 








ated 
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MISSOURI 


meted 














in 1934 and was personnel director 
from 1946 to 1951. 

Mr. Hale went with the company in 
1922, Mr. Christopher in 1928, Mr. 
Smith in 1940 and Mr. Holmberg in 


1930. 





Economist Joins American 
College as Texts Chief 


William M. Howard, economist, in- 
surance teacher and research specialist, 
joined the staff of the American Col- 
lege Feb. 8 as director of educational 
publications. He has been associate 
professor of insurance at University of 
Idaho and before that was project as- 
sistant, doing research work on budget- 
ing and economic forecasting at Uni- 
ersity of Wisconsin, where he received 
his Ph.D. degree. He also served on 
the faculty of Texas A.&M. College. 

Mr. Howard will be responsible for 
the planning, preparation, and publish- 
ing of books, booklets, study supple- 
ments, and other materials used in 
CLU and management training pro- 
grams. He will cooperate with colleges 
and CLU instructors in providing ma- 
terial for their needs. 





McCabe to Guardian Post 


Guardian Life has appointed Robert 
W. McCabe agency assistant for A&H. 
Mr. McCabe has been engaged in sales 
and supervisory work with Continent- 
al Casualty since 1952. 





Buffalo Managers Fete Stars 
_Buffalo Life Managers’ Assn. at its 
first annual “man of the year” dinner 
presented awards to 26 agents for out- 
standing records in 1953. Allan W. 
Carpenter, general agent of Penn Mu- 
tual and president of the association, 
presented the awards. 





Takes Over A&H Business 
Preferred Life of Dallas has rein- 

sured all A&H business of American 

Home Mutual Life. The transaction has 


been approved by the Texas depart- 
ment. 





Albany Trust Council Meets 
Ernest W. Furnans, assistant coun- 
sel Massachusetts Mutual, addressed 
the Life Insurance & Trust Council of 
Eastern New York at its meeting in 
Albany. He talked on the relationship 
of the trust officer, life agent and at- 
ae in the business insurance mar- 





Would Help Shenandoah Mutualize 

RICHMOND—The house committee 
On insurance and banking has unani- 
mously approved a bill aimed at speed- 
ing up the mutualization of Shenan- 
oah Life. Since mutualization was 
authorized in 1934, the company has 
acquired 93% of the stock, most of it 


in recent years at $76 a share. Still 
outstanding are 3,662 shares which the 
63 holders have been unwilling to 
sell. The bill approved by the com- 
mittee would permit Shenandoah Life 
to go into court to obtain this out- 
standing stock. The court would de- 
termine a fair price and would dis- 
tribute the money to the stockholders. 
Two efforts to amend the wording of 
the measure were rejected by the com- 
mittee. 





e@ Trox Perry has been named agency 
secretary of Federal Security Life of 
San Antonio. 


Committee Discusses 
CLU Candidate Sources 


Sources of CLU candidates were 
discussed and analyzed by the joint 
new candidate committee of the Amer- 
ican College and American Society of 
CLU at its annual policy making meet- 
ing at Philadelphia. The committee, 
whose chairman is George Neitlich, 
manager Metropolitan, Everett, Mass., 
reviewed methods now being used to 
locate and screen candidates from 
among life underwriter training course 
graduates and agency managers. 

Consultant guests at the meeting 


were Raymond C. Johnson, agency 
vice-president of New York Life and 
Levi E. Bottens, LUTC director of ad- 
ministration. 

The joint committee on public re- 
lations, of which Mr. Johnson is chair- 
man, will hold its annual meeting in 
New York City Feb. 16. 


Ingwalson Leads Provident, N. D. 

John C. Ingwalson, district manager 
for Provident Life of North Dakota at 
Grand Forks, N. D., has been named 
the company’s 1953 “man of the year.” 
He previously captured the award in 
1945 and 1949. 
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Bonds: 


Loans to Policyholders 
Interest, Net Premiums and 
Other Assets 


Orgenizee 
1880 


The Minnesota Mutual 


Life Insurance Company 





presents its 


as of December 31, 1953 


2,551,331.64 


8,810,939.82 
5,679,326.46 





$149,000,000 by end of 1953. 


building site in Victory Square. 


NORRIS K. CARNES 
General Manager 
Central Livestock Assoc., Inc. 


C. F. CODERE 
Chairman 
St. Paul Fire and Marine 
Insurance Company 
St. Paul Mercury Indemnity 
Insurance Company 
Mercury Insurance Company 


DONALD S. CULVER 
FRANK J. GAVIN 


Chairman 
Great Northern Railway 


EDWARD B. COSGROVE 
President 
Green Giant Company 





Eb aiiet karate ou els awa era ats $165,989,599.52 


1953—A YEAR OF ACHIEVEMENT 


New business for the year totaled $200,757,287—highest on record in the 74-year history of the Company. 
Insurance in force reached the billion-dollar milestone in August, by the close of the year totaled $1,058,156,399. 
Benefits paid to policyholders and beneficiaries since the Company was organized in 1880 amounted to over 


BOARD OF TRUSTEES 


M. W. GRIGGS 
President 
Griggs, Cooper and Company 


ROBERT S. MACFARLANE 
President 
Northern Pacific Railway 


WILLIAM L. McKNIGHT 
hairman 
Minnesota Mining and 
Manufacturing Co. 


PHILIP L. RAY 
Chairman 
Executive Committee, First 
National Bank 
Board of Directors, 

First Trust Company 
WILFRID E. RUMBLE 
Doherty, Rumble, Butler and Mitchell 
Chairman, Executive Committee, 
Empire Natl. Bank 


St. Paul, Minnesota 


Policyholders’ Legal Reserves 
Policyholders’ Dividends 
Advance Deposits of Premiums 


MINNESOTA MUTUAL LIFE INSURANCE COMPANY 
74th Annual Statement 


LIABILITIES 
. .$136,785,058.87 
10,739,173.28 





U. S. Government .......... 10,158,046.00 
States, Municipalities, Etc., ov Infarest 2... oe ee eee es 4,198,461.80 
including Canadian ....... 26,600,611.00 Reserves: 

Public Utilities ............. 26,655,458.00 ROMNGN@M rs = bk ic eee esc 780,000.00 

REWKOGS «occ ce weeds 3,130,136.00 For Unreported Claims ...... 261,000.00 
SIGQGN Gs aces eel cmap mene es 3,203,335.00 Other Liabilities ............ 2,314,628.44 
Mortgage Loans: General Contingency Reserves. . 1,544,657.00 

F.H. A. Insured Mortgages ... 57,354,172.28 Surplus Protection to Policyholders 

Other Mortgages .......... 21,281,906.48 Above All Reserves and Other 
Real Estate Sales Contracts ..... 12,455.95 liabilities ............4-. 9,366,620.13 
Home Office and Other Real Estate 551,880.89 a $165,989,599.52 


Construction of a new $2,500,000 home office was launched December 16 with ground-breaking ceremonies at the 


WALTER G. SEEGER 
Chairman 
Seeger Refrigerator Company 


FREDERICK K. WEYERHAEUSER 
President 
Weyerhaeuser Sales Company 


HENRY W. ALLSTROM 


HAROLD J. CUMMINGS 
President 
The Minnesota Mutual Life Insurance 
mpany 


T. A. PHILLIPS 
Chairman of the Board 


THE MINNESOTA MUTUAL LIFE INSURANCE COMPANY 
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Outlook Bright for More Life 
Coverage on Aged 


(CONTINUED FROM PAGE 6) 
Miller mentioned that those who have 
studied the history of assessment in- 
surance or of estimated future cost 
trends of group insurance covering re- 
tired as well as active employes will 
recognize the problem of the increased 
cost burden to the employer. The em- 
ployer should be given some idea as to 
the probable future cost of this sort of 
program so he can determine whether 
it is something he can reasonably ex- 
pect to continue. 


The suggestion that a higher premi- 
um be charged up to age 65 so that in- 
surance would be fully paid up at that 
time, Mr. Miller said would be simple 
enough if the contingencies with which 
the insurers must deal were as simply 
determined and as free from artificial 
influences as mortality rates. Changes 
in medical practice or in the economic 
situation tend to make this a rather 
unpredictable outlook. An employer 
might possibly increase the level of 
pension benefits so that 
would have the means of paying the 








1954 


cost of insurance, and the employer 
could be of further help by providing 
his retired employes with a method of 
group remittance for their insurance. 
Discussing the place of government 
in the coverage of older persons, Mr. 
Miller said for many years it has 
played a major role in furnishing and 
financing medical care to many citi- 
zens through maintenance of institu- 
tions for tuberculosis, mental sickness 
and other chronic ailments, and 
through public welfare programs. It 
might be advisable to consider an in- 
crease in the maximum amount of 
medical expense deductible from tax- 
able income, but beyond improvement 
of established facilities and aids, he 
said great caution should be exercised 
in adding to the government’s role. 
For example, the proposal which has 
been made to offer hospitalization ben- 
efits to OASI beneficiaries, which on 
the surface seems meritorious, is dan- 
gerous when analyzed. Based on the 
experience in Saskatchewan, the con- 
clusion is that the hospitals would be 
overburdened with older persons whose 
needs are for domiciliary care rather 
than for hospital care. A precedent 
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Efficiency 





“Our new Home Office Building 
has been planned with the prime 
object of enabling our staff opera- 

tions to be performed with maxi- 
mum efficiency and economy. The 
saving will be reflected in the net 
cost of insurance to our policy- 
holders for years to come.’’ From 
President's address at Annual Meeting, January 22nd, 





T. Loehl O’Brien, (right) Massachu- 

setts Mutual, shown receiving from 
Allan Rutledge, Minnesota Mutual Life 
general agent, the Bernard L. Wilner 
memorial award at a meeting of Dis- 
trict of Columbia Life Underwriters 
Assn. The award is the top life insur- 
ance honor there and is given annually 
by the association for outstanding life 
insurance service. Mr. O’Brien, with 
Massachusetts Mutual since 1933 and 
a member of the Million Dollar Round 
Table, has served as president of D. C. 
LUA, D. C. CLU chapter, D. C. Life 
Insurance & Trust Council, and Mass- 
achusetts Mutual CLU chapter. He has 
served as dean of D. C. Life Insurance 
Institute in addition to teaching for the 
years 1944-53. 





would be established which would al- 
most inevitably lead to the addition of 
surgical and medical benefits under 
this same method of financing, and 
when the government pays for these 
services out of a trust fund, it would 
feel obliged to supervise and regulate 
the facilities being used and the in- 
dividuals rendering the service. It 
would be only one easy step from this 
to a plan of governmental care. 

The same danger is inherent, though 
less obvious, in the proposal for gov- 
ernment subsidy or government rein- 
surance of health plans, Mr. Miller de- 
clared. “It is impossible to receive a 
subsidy without incurring an obliga- 
tion, and putting oneself under the au- 
thority of the organization giving the 
subsidy. The government could not and 
should not pass out money in the form 
of subsidy or under a reinsurance plan 
without seeing how it is spent. This 
would mean checking the care given 


February 12, 19) 
Tries Out Group Cover 


for Michigan Farmers q 


Michigan Farm Bureau Life is », 
perimenting with a group life pi) 
for farmers. Adult farmers in Bary 
county are being insured at a speci 
rate, and if sufficient interest develoy 
it is anticipated the plan will be g, 
tended throughout the state’s lowe 
peninsula. Some 1,200 farm bureg,| 
members in Barry County are eligi, 
for the coverage. ; 

Because farmers are not employy) 
by large companies, the company 
they have not had access to many 
the group programs available to bug. 
ness and industrial workers. It 
its proposed group plan will be a wor, 
able substitute. 


Provident, N. D., Not in Calif 


It was erroneously stated in the Jy, 
29 edition that Provident Life of Nori, 
Dakota became licensed in Califor 
during 1953. The company’s appliq. 
tion for a California license was ny 
approved before the year-end, thoug, 
it is expected it will be approved shor, 
ly. The company last year added Wy.| 
oming to its territory, b to eigh 
Se Ser of states in which it 
erates. 


















Issued Total 
In 1953 In Force 
Insurance $169,733,059 $1,050,958,592 
$176,900,119 $1,123,464,164 


Assets —$181,676,122 
Surplus Funds —$13,750,950 


Paid or Credited to Policyholders 
and Beneficiaries in 1953 —$30,075,483 
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For a Sure Tomorrow... Insure Today 


Crown LIFE 


Established INSURANCE COMPANY 


Home Office 
Toronto,Canada 


OVER ONE BILLION IN FORCE IN OUR 53rd YEAR 





MRS ES 7 f VG 


by hospitals of the methods by which 
they establish prices. It would mean 
checking the quality of medical serv- 
ice and physicians’ and surgeons’ com- 
pensation. All the governmental med- 
cal plans have the common character- 
istic of involving the entire population 
in the form of recommended program, 
the principal purpose of which is to aid 
only a segment of the population or to 
avoid the supposed indignity of a means 
test. It is most important that we an- 
alyze these issues clearly and seek a 
direct solution to the specific problem 
rather than to put everyone under the 
same blanket in an attempt to help one 
group,” he said. 

While current figures indicate that 
coverage on older persons is less prev- 
alent than among the younger ages, 
this is not an indication of an inherent 
limitation in the role of insurance, Mr. 
Miller went on. Total hospital insur- 
ance coverage has increased from less 
than 25 million to more than 90 million 
in the last 10 years, and most of it has 
been among people of working age and 
their dependents. As these people move 
into the older age group, carrying their 


coverage with them, the proportion of 
people age 65 and over who are insured 
will increase markedly. Efforts to sell 
insurance to those already in the older 
ages will accelerate the extension of 


Licensed in: Alabama, Alaska, Arizona, Arkansas, California, Colorado, District of Columbia, 
Florida, Georgia, Hawaii, Idaho, Indiana, Kansas, Louisiana, Maryland, Michigan, Minnesota, 
Mississippi, Missouri, New Jersey, New Mexico, North Dakota, Ohio, Oregon, Pennsylvania, 
Puerto Rico, Texas, Virgin Islands, Washington, AND NOW IN TENNESSEE, OUR 25th STATE. 


— 
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Twenty - seventh president, 
he led his nation to victory in 
a war to make the world 
“safe for democracy.” Bril- 
liant student of government, 
Wilson envisioned the ultimate 
peace of the world through 
the League of Nations. 


Likewise, because of vision 
the men of the Life of Vir- 
ginia see better things for 
themselves, their policyown- 
ers and their company in the 
broader ownership of life in- 
surance. 


And through this motivation 
they set last year a new rece 
ord of life insurance sold by 
this 82-year-old company. 








RICHMOND © ESTABLISHED 1871 





coverage in this area. 
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| Webb Executive V-P 


of Provident L& A; 
Others Get New Titles 


Provident Life & Accident has ad- 
yanced L. N. Webb from vice-president 
and secretary to executive vice-presi- 
dent. Vice-president Sam E. Miles has 
peen given the additional title of sec- 
retary. Walter Hoyle has been named 
general counsel of the claim depart- 
ment. A. C. Bryan has been promoted 
from manager of the mortgage loan 
department to vice-president and Dud- 
ley Porter, Jr., has been promoted from 
associate general counsel to general 
counsel. John A. Chambliss continues 
as general counsel and a director. Vice- 
presidents Miles, M. C. Nichols, James 
E. Powell and R. R. Murphy were 
elected directors. 





Says Group Men Should 
Warn Prospects on Risks 
Under Taft-Hartley Law 


Group sales personnel should urge 
Pp to seek competent legal ad- 
vice as regards the possible impact of 
the Taft-Hartley law on their pro- 
posed insurance plans, Nathaniel B. 
Taft, New York Life attorney, told 
Group Supervisors Assn. of New York 
City. Mr. Taft declared that even 
though the penalties of the statute are 
directed at the employers and the 
unions, it is part of the group repre- 
sentative’s function to point out these 
problems to prospects so that they can 
secure advice from their own counsel. 

The speaker discussed the conflict- 
ing judicial and administrative de- 
cisions on whether a _ Taft-Hartley 
trusteed plan can restrict eligibility 
for benefits to those employes who are 
members of a labor union. He also 
pointed to cases which proceed on the 
theory that the labor law is inappli- 
cable if employer contributions are 
made to disinterested third parties 
rather than to a joint trust, and con- 
sidered other cases in which premiums 
are paid by means of “wage increases” 
which are remitted directly to the in- 
surer by the employer. 

Norman Williams, Travelers, 
sided at the meeting. 


pre- 





Union Mutual Brings Out 
New, Restyled A&H Plans 


Three new policies, restyled non-can 
policies, new interview-guide propos- 
als and a revamped rate book are be- 
ing introduced to Union Mutual Life’s 
agency force by Vice-presidents John 
R. Carnochan and Michael J. Denda, 
who will travel from Connecticut to 
Florida; A. W. Perkins, vice-president, 
and Robert C. Webb, supervisor of 
agencies, who will cover the mid-west, 
Oklahoma City, Toronto and Montreal, 
and B. Richard Markham, director of 
training, and Samuel Brimigion, field 
supervisor, who will address the New 


_ England agencies. 


To the short-term guaranteed re- 
newable Pioneer policies written for 
one and two years has been added a 5- 
year Pioneer policy which will be is- 
sued to age 59 and renewable to age 
65. Long-term coverage, previously 
provided only by the Independence 120 
policy issued to age 50 and renewable 
to age 60, has been broadened by the 
addition of the Colonial 120, issued to 
age 55 and renewable to age 65. Ben- 
efits are payable for 10 years or to age 
70 if disability begins after age 60. A 
family hospital plan, issued to age 60, 
will be renewable to age 65 with the 
Provision that the wife may continue 
the policy on the survivors should the 
applicant die. This policy, providing 
daily hospital benefits of from $5 to 
$15 payable up to 90 days, includes 
benefits for miscellaneous extras 
geared to the period of hospitalization, 
also pregnancy and emergency acci- 
dent benefits. Surgical and hospital 
medical expense benefits are optional. 


The new interview-guide proposal 
will help the agent explain the ben- 
efits of each policy through illustra- 
tions, color-accented questions and a 
graphic schedule of benefits and pre- 
miums. When the proposal has been 
completed by recording the benefits 
decided upon by the client, the policy 
application is made up from it and 
the proposal becomes the client’s mem- 
orandum of policy coverage. A tab- 
indexed field manual, which replaces 
the double-fold, columnar rate guide 
will be an aid in determining pre- 
miums for different waiting periods 
and accident coverages. 


Bulletin to Tell Agents 
How to Aid Health Drives 


A periodic news-letter to apprise 
life insurance personnel of health and 
welfare activities scheduled for the 
two or three months ahead and sug- 
gesting means of aiding such activities 
has been started by the Institute of 
Life Insurance, under the direction of 
Dr. Louis I. Dublin, its consultant on 
health and welfare. 


In an effort to stimulate participa- 
tion in community programs, Dr. Dub- 


lin lists as specific activities the heart 
campaign, Red Cross campaign, polio 
program, Cancer Society’s campaign, 
rehabilitation work for handicapped 
persons and highway safety work. 
Manpower for such community serv- 
ice is always in short supply and the 
demand great, he pointed out, and life 
insurance personnel, particularly field 
men with a wide public contact, would 
be welcomed in such community work. 


e J. S. Ficklen, president of E. B. Fick- 
len Tobacco Co., Greenville, N. C., has 
been elected a director of Security L&T. 
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Take advantage of the many economies the recently- 
developed Combined Register System can bring to 


¢ Reduces filing space and concentrates records 
¢ Lowers cost of mailing and stationery 
¢ Provides classification of totals through use of sum- 


IN HALF! 





CUT REGISTER HANDLING— i 





IBM Accounting enables you to combine 
Life and Lapse Register Reports into one simplified register. 
Saves time, handling, and associated costs. 


¢ Improves scheduling, processing, and reporting 
¢ Permits recapitulation of current transactions to- 


gether or separately —without further processing 


* Consolidates all transactions, with appropriate head- 


* Facilitates reference work— (information available 
from one source—reduces clerical effort) 
¢ Reduces agents’ bookkeeping work and record han- 


¢ Saves valuable time in handling and preparing 


scheduled reports 











INTERNATIONAL BUSINESS MACHINES 
590 Madison Avenue, New York 22, N. ¥. 








12 





HieNATIONAL UNDERWRITER 


February 12, 194 


—= 





EDITORIAL 


COMMENT 





A&H Needsto Speak with One Voice 


The current concern over the pub- 
lic’s hospital and medical care prob- 
lems has served to point up as never 
before what one observer has referred 
to as the schizophrenic character of the 
A&H business. For many years the 
business has been pulled one way by 
the companies that were trying to give 
good value for the premium dollar and 
in the opposite direction by those that 
regarded the A&H business as an op- 
portunity to gyp the public legally. 

The A&H business never needed so 
urgently to speak with one voice as it 
does now. But who’s going to do the 
talking? And, more important, what 
position will they take and how well 
will it stand the scrutiny it is sure to 
get? 

Probably the first premise in formu- 
lating a position consistent with sound 
public relations should be a complete 
and sincere realization that deception, 
whether deliberate or through over- 
sight, can no longer have a place in 
any part of the A&H business without 
contaminating the entire business in a 
dangerous way. 

This statement may sound like a 
swipe at limited coverage policies, but 
it is not. There is no reason why a 
company should not sell a policy that 
provides little but protection against 
injuries resulting from falling meteors 
—provided that is the kind of coverage 
the buyer really wants and he knows 
exactly what he is getting and wheth- 
er he is paying a fair price. 

After all, there isn’t a policy sold 
by any company or non-profit organ- 
ization that doesn’t have limitations. 
The important thing is that they 
should be understood. Unscrupulous 
agents have been known to sell naive 
buyers 20-payment life insurance poli- 
cies while giving the impression they 
were 20-year endowments but that is 
no criticism of a 20-payment life poli- 
cy. In such cases it’s the agent that 
needs controlling—and the company, 
if it is conniving in such a flim-flam. 

Where, then, can the line be drawn, 
if not between limited coverage poli- 
cies and the more comprehensive var- 
iety? Well, there are in the A&H busi- 
ness, as in all businesses, what might 
be broadly be referred to as men of 
good will, interested in making money 
but not at the expense of their own 
self-respect and the standing of their 
companies. At the other extreme are 
those interested only in keeping suffi- 
ciently within the law to escape prose- 
cution. And there are those in between 
who aren’t worried much one way or 
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the other. 

The men of good will need all the 
help they can get from the in-between- 
ers who haven’t given the problem 
much thought and both groups need to 
prevail upon the rogue fringe either 
to get religion or face ostracism from 
the community of reputable A&H in- 
surers. 

Actually, what is the A&H business? 
As it stands now it is an assortment— 
life companies, casualty companies, 
A&H specialty companies, and the so- 
called non-profit insurers, which de- 
spite their slightly holier-than-thou 
tag are just as much a business enter- 
prise as the non-profit mutual life and 
casualty insurers or the profit-making 
stock life and casualty insurers. 

The non-profit insurers got off to a 
good start in public esteem, partly be- 
cause of their non-profit status and 
partly because of their close associa- 
tion with the hospitals, which have a 
generally high ranking in the public 
mind. For a while it looked as if the 
non-profit plans were going to enjoy 
a special status in the current probing 
of the health care problem, but at the 
Wolverton committee hearings last 
fall the insurance companies made an 
excellent showing and made it clear 
to one and all that even though tagged 
with the “commercial” designation 
they could and would give the public 
good value for its premium dollar. The 
recent report of the commission on 
cost of financing hospital care also 
shows evidence of a reassuring degree 
of respect for the “commercial” insur- 
ers. 

But none of this should be taken to 
mean that there isn’t going to be a 
determined effort to separate the sheep 
from the goats. The insurers that de- 
pend for their profits on kidding the 
public on coverages and taking an un- 
warrantedly tough attitude on claims 
are going to be exposed. It is entirely 
possible that legislation will be enacted 
to cramp their style severely. 

The credit that has been built up 
thus far by representatives of the A&H 
business could be seriously impaired 
if honest critics can say, “Sure, we like 
you all right but what about those 
other guys under your umbrella? Are 
you speaking for them or aren’t you? 
and if you aren’t, why are they in your 
gang?” 

There is of course no legal compul- 
sion on the A&H business to speak with 
a united voice. But certainly its posi- 
tion will be much more influential if 
it can speak with such unanimity. The 
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question still remains, “Influential in 
what direction?” as long as there are 
men of ill will trying to palm them- 
selves off as being in the same group as 
those who have the good of the busi- 
ness and the public genuinely at heart. 


PERSONALS 


Rolland E. Irish, president of Union 
Mutual Life of 
Maine, has been 
elected president 
of the board of 
Maine General 
hospital, Portland. 
He has served sev- 
eral years as a di- 
rector of the hos- 
pital and more re- 
cently as a trustee 
of Maine Medical 
Center. Since go- 
ing to Portland in 
1932, Mr. Irish has 
been active in a large number of com- 
munity services in Portland and in 
Maine. 











R. E. Irish 


George C. Roeding, associate mana- 
ager at Cincinnati of the National Un- 
derwriter Co., and Otto E. Schwartz, 
Chicago manager, are this month cele- 
brating their 40th anniversaries with 
the organization. Mr. Roeding joined 
the company on Feb. 1, 1914, and Mr. 
Schwartz on Feb. 2. 

Mr. Roeding started in the Cincin- 
nati office, but for a while traveled in 
the southeast before taking over the 
Ohio, West Virginia and Kentucky 
field. He has consistently been one of 
the company’s top producers and has 
built up an acquaintanceship and 
friendship in his territory that has 
made him a welcome visitor in the of- 
fices of hundreds of insurance men. 

Mr. Schwartz for a number of years 
has been the leading producer of the 
National Underwriter field force. He 
handles Chicago and Cook county and 
in addition is the business manager of 
the Insurance Exchange Magazine, a 
monthly publication of Illinois insur- 
ance news. He was the originator of 
the insurance telephone books that the 
National Underwriter now gets out in 
a number of cities. Mr. Schwartz is 
another National Underwriter man 
who is well known and well liked and 
whose visits are more than simple bus- 
iness calls. 


Francis M. Smith, vice-president of 
Metropolitan Life, has been named 
chairman of a committeee to raise $3,- 
100,000 for expansion of facilities of St. 
Agnes hospital in White Plains, N. Y. 


Dr. Paul H. Charlton, medical direc- 
tor of Midland Mutual Life, suffered a 
fracture of a vertebra when he slipped 
and fell on the ice near his home. He 
will have to be in a cast for six weeks. 


Edward Stevens, general agent for 
Ohio State Life at Indianapolis, has 
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been presented a citation from Indiap. 
apolis Hospital Development Campaign 
for outstanding service in helping ty? 
raise $12 million for the erection of, 
new East Side hospital and an extep. 
sive building program for other hos. 
pitals in the city. 





Rowland H. Long, new general coun. ! 


_ sel of Massachy. | 
; setts Mutual Life | 
; joined the compa. 
' ny in 1948 and hag 
been counsel since 
1952. Before that 
he was with the 
New York City 
law firm of Tan. 
ner, Sillcocks & 
Friend. He has re. 
ceived law degrees 
from both Ford. 
ham and New 
York universities 
and is the author of the fourth edition 
of Richards on the Law of Insurance, 
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Rowland H. Long 


James G. Bruce, vice-president and 
secretary of Colonial Life of East Or. 
ange, has been appointed general 
chairman of the annual membership 
enrollment of the YMCA of the Or. 
anges and Maplewood. Robert L. Baer, 
assistant to the agency vice-president, 
is in charge of training the workers on 
the enrollment drive. 


Sam P. Davis, who has been manager 
of Phoenix Mutual’s Lincoln agency in 
New York City since 1932, was honored 
at a luncheon celebrating his 25th an- 
niversary with the company. Agency 
and home office people attended. 
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C. Stanley Price, Equitable Society, 
president of San Antonio Life Under- 
writers, has been appointed chairman 
of the Red Cross drive there. 


Robert E. Qualy, Northwestern Mu- 
tual Life, Fort Atkinson, Wis., has 
been named president of the Fort At- 
kinson community chest. He success- 
fully headed the 1953 fund drive as 
general chairman. 


Ferrel M. Bean, John Hancock gen- 
eral agent at 39 S. La Salle street, Chi- 
cago, is progressing satisfactorily in 
Illinois Central hospital where he has 
been confined because of a previously 
unsuspected heart condition. 


Willard T. Johns, secretary and 
treasurer of Mutual Life, was honored 
at a luncheon at the home office by 
his associates on his 45th anniversary 
with the company. He joined the com- 
pany as a clerk at Scranton and went 
to the home office in 1916. He was 
elected secretary in 1939 and treasurer 
as well in 1949. 

C. P. Mayfield, vice-president of Fidelity 


Mutual Life, has been elected secretary of 
Better Business Bureau of Philadelphia. 








Testimonial Drive for Hennig 

BOSTON--Loyal Protective Life is 
running a testimonial contest in honor 
of Agency Vice-president Fred R. 
Hennig Feb. 1-March 27. 


Howard J. Burridge. President. 
Louis H. Martin, Vice-President. 
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Joseph H. Head, Secretary. 
John Z, Herschede, Treasurer. 
420 E. Fourth St., Cincinnati 2, Ohio. 





ATLANTA 3, GA.—432 Hurt Bldg., Tel. Walnut 
980i. O. Robert Jones, Southeastern Manager. 


BOSTON 11, MASS.—207 Essex St., Rm. 421, 
Tel. Liberty 2-1402. Roy H. Lang, New Eng- 
land Manager. 


CHICAGO 4, ILL.—175 W. Jackson Blvd., Tel. 


Wabash 2-2704. O. E. Schwartz, Chicago Mgr. 
A. J. Wheeler, Resident Manager. 


CINCINNATI 2, OHIO—420 E. Fourth Street, 
Tel. Parkway 2140. Chas. P. Woods, Sales 
Director; George C. Roeding, Associate Man- 
ager; George E. Wohlgemuth, News Editor; 
Arthur W. Riggs, Statistician. 

DALLAS 1, TEXAS—708 Employers Insurance 
Bldg., Tel. Prospect 1127. Alfred E. Cadis, 
Southwestern Manager. 

DETROIT 26, MICH.—607 Lafayette Bldg. 
Tel. Woodward 1-2344. A. J. Edwards, Resident 
Manager. 


KANSAS CITY 6, MO.—605 Columbia Bank 
Bldg., Tel. Victor 9157. William J. Gessing. 
Resident Manager. 


MINNEAPOLIS 2, MINN.—558 Northwestern 
Bank Bldg., Tel. Main 5417. Howard J. Meyer, 
Resident Manager. 

NEW YORK 38, N. Y.—99 John Street, Room 


1103, Tel. Beekman 3-3958. Ralph E. Richman, 
Vice-Pres.; J. T. Curtin, Resident Manager. 


OMAHA 2, NEBR.—610 Keeline Bldg., Tel. 
Atlantic 3416. Clarence W. Hammel, Resident 


Manager. 

PHILADELPHIA 9, PA.—123 S. Broad Street, 
Room 1127, Tel. Lge eo 5-3706. E. H 
Fredrikson, Resident Manager 
PITTSBURGH 22, PA.—503 Columbia Bldg. 
. Court 1-2494. Bernerd J. Gold, Resident 
Manager. 

SAN FRANCISCO 4, Ong —507 Flatiron Bldg., 
Tel. Exbrook 2-3054. F. W. Bland, Pacific 
Coast Manager. 
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‘gent and actuary of Fidelity Mutual 
‘Life, died at Bryn Mawr _ hospital, 
‘philadelphia, after a brief illness. Mr. 

Boric ‘Hurd entered the actuarial field with 
ife, | Great-West Life and after World War 
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chairman actuary in 1943. He was an associate of 
e. Institute of Actuaries, London; a fel- 
low of Society of Actuaries and a 
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Fort At- 
> success- WILBUR V. WOOLLEN, 58, director 
drive as of agencies for the 
central ordinary 
division of Ameri- 
cock gen- can National, died 
reet, Chi- at Methodist hos- 
torily in pital, Indianapolis. 
re he has Mr. Woollen had 
reviously been with the com- 
pany since 1947. 
ary and He entered insur- 
honored ance in 1924 with 
office by Travelers and in 
riversary 1931 went with 
the cam W. V. Woollen Ohio State Life in 
ind went ; ; its home office, 
He wa serving as assistant superintendent 
wenmins and later as superintendent of agencies. 
He joined Capitol Life of Denver in 
1939 as vice-president and two years 
f Fidelity later was elected a director. He was 
—_— of active in LIAMA affairs. 
CLINTON J. CAMPBELL, 70, one 
of the organizers of Lincoln Liberty 
g Life in 1919 and its counsel since then, 
Life is died at Lincoln, Neb. 
n honor 
‘red R. FRANK A. KNOEBBER, 82, agent 
for New York Life at Galena, IIl., for 
50 years before his retirement 10 years 
mn | 280, died at his home in Eckhart, Ind. 
HILLMAN B. HUNNEWELL, 62, 
former 2nd vice-president of Metro- 
Politan Life, died in the Osborn Sana- 
torium, White Plains, N. Y., following 
an illness of three years. He had been 
dg... Tel with Metropolitan since 1924. 
id Street, 
- EH 1/1953 Sales Jump 100% 
i. Se Midland National Life of South Da- 
ota had record paid production in 
oo 1953 of $23.5 million, a gain of more 
j than 100%. 





1,000 at “Country” 
Companies Rally 


A strong program for the annual 
convention at Chicago of the Country 
Mutual companies attracted nearly 
1,000 agents, officials and farm bureau 
leaders. 

All three companies comprising the 
group, Country Mutual Fire, Country 
Mutual Casualty and Country Life, 
registered gains in 1953, and with the 
marking of the latter’s 25th anniver- 
sary, all now have been in operation 
a quarter of a century or more. 

In addition to several sales talks by 
home office officials and leading pro- 
ducers, program participants were 
Charles B. Shuman, president of Illi- 
nois Agricultural Assn.; Duane E. 
Kuntz, Frank V. Wilcox and Darrell 
L. Achenbach, general managers, re- 
spectively, for the life, casualty and 
fire companies; Rockwell C. Smith, 
Garrett Biblical Institute; W. H. Alex- 
ander, pastor of First Christian Church, 
Oklahoma City; C. H. Moses, chair- 
man of Arkansas Power & Light Co., 
and R. H. Montgomery, University of 
Texas. 

The life company closed its 25th 
year with production of $17 million 
for the period Jan. 5-Feb. 4, $4 mil- 
lion better than any previous similar 
period. Top producer was Morris J. 
Reed, Knox County, IIl., with $287,000. 

Country Life had new business of 
$64,782,000 last year, and insurance in 
force reached $574 million. Assets hit 
$92 million, and surplus was nearly 
$7 million. 





Full Agenda Prepared for 


Northern Ohio Congress 


The Northern Ohio Sales Congress 
to be staged at Cleveland Feb. 18 will 
feature three speakers and a panel on 
“Current Trends in Pension Planning 
and Profit Sharing”. The panel, to be 
moderated by B. D. Haseltine, National 
Life of Vermont, will be comprised of 
Parker Williams, district director of 
internal revenue service; Leonard R. 
Williams, chief of pension trust divi- 
sion; Joseph Meier, executive secretary 
Profit Sharing Industries, Akron; L. G. 
Knecht, Cleveland attorney, and E. J. 
Behrens, New England Mutual. 

R. Braddock Dinsmore, Provident 
Mutual Life, Princeton, N.J. will taik 
on “Clientele Building Through Use of 
the Audit”; Jack E. Rawles, 2nd vice- 
president Lincoln National Life, “The 
Market for Key Man Insurance”, and 
J. Donald Geiger, executive director 
of district agencies, south central home 
office, Prudential, ‘Life Insurance - the 
Man”. 





Prudential Coast Changes 


Prudential has named as district 
managers in California James S. Bra- 
sher at Sacramento, Wallace W. Guen- 
ther at Beverly Hills, and Maxwell J. 
Patterson at San Jose. C. Howard Min- 
ser has been named to head a new dis- 
trict at Tucson, Ariz. 

Formerly associate manager. at 
Stockton, Cal., Mr. Brasher has been 
with Prudential since 1948. Mr. Guen- 
ther joined the company at Buffalo, 
N. Y. in 1918 and most recently has 
been east Los Angeles district man- 
ager. Mr. Patterson, formerly staff 
manager at San Jose, went with Pru- 
dential in 1942. He is a naval veteran. 
The Tucson office, to be managed by 
Mr. Minser, has been a detached unit 
of the Phoenix district. Mr. Minser 
joined Prudential in 1940 and has been 
associate manager at Tucson. 





Larsen Heads New Office 
Arthur E. Larsen has been appointed 

manager of a new Provident Life of 

North Dakota office at Minneapolis. 


The branch will be in addition to the 
agency there headed by G. D. Van 
Wagenen. 


John Leibig Joins 
National A.&H. as V.-P. 


John F. Leibig has been elected vice- 
president in charge of agencies, under- 
writing and advertising of National 
Accident & Health of Philadelphia. 

Mr. Leibig graduated from Girard 
College and Temple university law 
school. He was with Standard Accident 
and later for 17 years with S. Z. Good- 
stein general agency of Philadelphia. 
After four years in the army air force, 
he went to the home office of Conti- 
nental Casualty in 1945 as director of 
training and assistant vice-president in 
charge of A. & H. branch offices. - 

He is a charter member and past 
president of the Philadelphia A.&H. 
Underwriters Club. 

National A. & H. this year went into 
the life field. 


Programming Made Easy 
with Latest DLB Aid 


The Simple Program Method devel- 
oped and perfected by James C. Mc- 
Farland and published by the Dia- 
mond Life Bulletins department of the 
National Underwriter Co., is now off 
press. It is a system with a record 
average two sales in every three in- 
terviews and has been field-tested 
over a period of 18 years. 

Involving a definite work schedule 
demanding conscientious follow- 
through and thoroughness of work- 
manship, this time-tested program- 
ming method leads to increased in- 
come, less effort in selling, lower lapse 
ratio and higher prestige. It helps build 
goodwill and repeat business, and re- 
duces the job of prospecting among 
preferred groups. Price is $1.75 for a 
single copy; 121 pages, 842” x 11”. 


D. G. Scott, J. J. Mertz Now 


Continental Assurance V-Ps 


David G. Scott has been advanced 
from actuary and assistant secretary 
to vice-president and actuary of Con- 
tinental Assurance. James J. Mertz, 
vice-president and comptroller of Con- 
tinental Casualty, now will have the 
same title with Continental Assurance. 

Mr. Scott joined the company in 
1941 after previous experience with a 
Canadian life company. He is a former 
president of Chicago Actuarial Club 
and a fellow of Society of Actuaries. 

Mr. Mertz has been with Continental 
Casualty since 1916, as comptroller 
since 1945 and as vice-president and 
comptroller since 1950. 








Snyder to San Diego 


Occidental Life of California has es- 
tablished a new group office at San 
Diego with G. George Snyder as re- 
gional manager. He entered the busi- 
ness in 1923 and went with Occidental 
in 1943, serving in group positions in 
Texas, Arkansas and as Philadelphia 
manager before going to Los Angeles 
bt 1948 to take charge of group activ- 
ities. 





e B. F. Kehrli, special agent, has been 
promoted to district agent for Clyton, 
Fayette and Chickasee counties in 
Iowa for Northwestern Mutual. 


AMA Holds Off on 


Ike Reinsurance Plan 


Although American Medical Assn. 
reaffirmed its support of voluntary 
health insurance, taking a position on 
federal reinsurance of such plans was 
deferred until the administration ex- 
plains its proposal in full in the form 
of legislation. 

In testimony before the House In- 
terstate Commerce Committee, Dr. 
Walter B. Martin, president-elect of 
AMA, endorsed “continued promotion 
of voluntary health insurance” since it 
“provides one of the best methods by 
which the average American can fi- 
nance a substantial portion of his med- 
ical and health costs.” Dr. Martin also 
pointed out that the AMA board at a 
recent meeting at Chicago declared 
that President Eisenhower’s reinsur- 
ance proposal failed to make clear 
whether it “is true reinsurance or an- 
other form of government subsidy” and 
that it was “indefinite”. 

e J a 

Dr. Martin had no comment to make 
on the bill introduced by Rep. Wol- 
verton, chairman of the Interstate 
Commerce Committee for a federal re- 
insurance program for voluntary plans. 
No AMA views on the measure were 
asked for by Wolverton or other mem- 
bers of the committee, but Rep. Wol- 
verton strongly criticized the associa- 
tion for its “indiscriminate charges of 
‘socialized medicine’ raised against 
nearly every proposed plan to better 
present methods of meeting costs of 
medical care.” The AMA attacks on the 
1952 report of President Truman’s com- 
mission on health needs for the nation 
received Mr. Wolverton’s criticism in 
particular. The AMA had criticized the 
recommendations of the President’s 
commission headed by Dr. Paul B. 
Magnuson for recommended increased 
federal aid to bolster voluntary health 
insurance plans, preferably through 
grant-aid to the states, as a step closer 
to socialized medicine. 

e e — 

There was, however, strong evidence 
of AMA support from some of the 
committee members. For one, Rep. I. 
Dolliver (Rep., Ia.) said that “we are 
not trying to improve the health stand- 
ards of the country but are adopting a 
program opposed” by the medical pro- 
fession. He said he was in hopes the 
committee can reach a state of under- 
standing with the AMA. 

The AMA witness said that “in an 
effort to create public sentiment for a 
government-controlled medical care 
program, a distorted picture of the 
health and medical care situation in 
this country has been drawn.” To show 
that the picture is not as gloomy as 
some as described it, he cited numer- 
ous examples to the contrary. 





Moore Texas Licensing Chief 

J. S. Moore, with the McDaniel & 
Moore law firm at Austin, has been ap- 
pointed director of licensing for the 
life division of the Texas department. 
He succeeds Mrs. Marie Q. Chambers, 
resigned. He has several years’ _ex- 
perience in state governmental offices. 
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Three Gator Congress Stops 

The Gator Sales Congress, sponsored 
by Florida Assn. of Life Underwriters 
is stopping Feb. 11 at Ocala, Feb. 12 
at St. Petersburg, and Feb. 13 at Mi- 
ami. Speakers and their subjects are 
Albert M. Orgin, assistant vice-presi- 
dent of Life of Virginia, “‘ ‘The Shrimp- 
boats is Comin’ ’—But the Tugboats is 
Here”; Richard E. Imig, agency vice- 
president Old Line Life, “Points and 
Views”, and W. Walter Smith, Met- 
ropolitan Life, Rutherfordton, N. C., 
“Three Essentials of Successful Under- 
writing’. 


Set Okla. Congress Card 


The program has been arranged for 
the annual sales congress of Oklahoma 
Assn. of Life Underwriters, to be held 
Feb. 13 at Stillwater. 

Charles McCaffrey, associate direc- 
tor of agencies Northwestern Mutual, 
will talk on “Business Insurance”; Carl 
Lane, director of agencies General 


American Life, “Coordinating A. & H. 
with Life Insurance”; Harry McCona- 
chie, vice-president American Mutual 
Life of Iowa, “Formula for Success in 
Life Underwriting”; Newell C. Day, 
general agent for Equitable of Iowa at 
Davenport, “Blueprint for Happiness”, 
and R. Percy Goyne, general agent of 
Mutual Life at Dallas, “Up the Ladder 
to Bigger Production”. 

Charles Evans, vice-president of Lit- 
tle Rock Power & Light Co., will 
address the luncheon and welcome re- 
marks will be made by Oliver Willham, 
president of Oklahoma A. & M. College. 


The preceding day Mr. McCaffrey ing 


will conduct a round table discussion 
at a gathering of Oklahoma CLU’s. 


Phila. Congress Card 


Speakers and their subjects for the 
annual luncheon and sales congress of 
the Philadelphia Assn. of Life Under- 
writers Feb. 18 at the Bellevue-Strat- 
ford hotel will be William J. Egan, Jr., 








PFS or 
FSP? 


Af 


Alphabetical mumbo jumbo? No 
—not at all—just ask any Washing- 
ton National General Agent and he'll 
| be more than glad to set you straight 
|]... to show you the world of dif- 
ii] ference that exists between these 
brand new selling plans he’s now us- 
ing . . . that enables him to pro- 
vide his clients with the kind of un- 
usual service they have grown to ex- 
pect ... to keep ahead of the com- 
petitive field. 

Added to the now-famous “Secu- 
rity Series” and “Futurity Series” are 
two new sales tools introduced Feb. 
4, 1954 at the General Agents’ meet- 
ing in Denver, Colorado . . . Planned 
Financial Security and the Future 
Security Plan—PFS and FSP. 

If there isn’t a Washington Gen- 
eral Agent in your area, write to 
Kenneth Mullins, Vice President, for 
full and complete details on PFS— 
FSP. 

Aggressive agency expansion pro- 
gtam now underway. 
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Provident Mutual, Newark, “How I 
Sell Life Insurance”; Carr R. Purser, 
general agent Penn Mutual, New York 
City, ““Who’s Running Your Business?” 
and Homer C. Chaney, 2nd vice-presi- 
dent and director of agencies New Eng- 
land Mutual Life, “Life Insurance— 
Unlimited.” 





Hear Gilmore at Chicago 


Chicago Assn. of Life Underwriters 
heard Robert C. Gilmore, Jr., Mutual 
Benefit Life, Bridgeport, Conn., and 
National association president, at a 
well-attended breakfast meeting, which 
drew members from several downstate 
associations. Mr. Gilmore, in giving his 
philosophy as National president and 
his personal philosophy of selling life 
insurance, stressed the point that all 
problems can be settled by understand- 
. He detailed several examples 
within NALU which were worked out 
merely by a meeting of the minds. 


Added to Newark Board 


Lorraine Groell, brokerage manager 
Lincoln National agency in Newark, 
and William J. Egan, Jr., Provident 
Mutual, have been named directors of 
the Newark Life Underwriters Assn. to 
fill vacancies created by recent revi- 
sion of the association constitution. The 
association recently changed its name 
from Life Underwriters Assn. of North- 
ern New Jersey. 








Kansas Meeting April 30 


Kansas Assn. of Life Underwriters 
will hold its annual convention and 
sales congress April 30. Robert W. El- 
lis, general agent at Salina for Gener- 
al American Life, is program chair- 
man. 


York, Pa.—John DeGroot of the Ford Foun- 
dation and executive director of York Council 
of Community Education, discussed the foun- 
dation’s work. Fred Hamme, winning captain 
of the association’s 1953 attendance contest, 
presented four $25 savings bond awards to 
York county chapter of the Pennsylvania Assn. 
for Retarded Children. 


Reading, Pa.—R. Graeme Smith, director of 
Americans for the competitive Enterprise Sys- 
tem, Inc., and Philadelphia business counsellor, 
spoke on the activities of small business in 
relation to big corporations. He was formerly 
with Connecticut General at Philadelphia. 


Oakland-East Bay, Cal.—A luncheon meet- 
ing was addressed by Perry W. Moothart, resi- 
dent agent in charge of the FBI at Oakland. 


Binghamton, N. Y.—Thomas K. Egan, re- 
gional supervisor for upstate New York and 
western New England for John Hancock, 
talked on motivation. 


Wilkes-Barre, Pa.—Neil F. McDermott, staff 
manager Prudential, talked on “‘The Life Un- 
derwriter’s Code of Ethics.” 


Lancaster, Pa.—Harry E. Sowers, eastern 
field supervisor for Lutheran Brotherhood, 
spoke on “Conditioning the Agent.” 


West Branch, Pa.—Q. Rice Cowman, general 
agent Equitable of Iowa and a director of the 
Pennsylvania association spoke on strengthen- 
ing local associations. 


Lehigh Valley, Pa.—Lloyd A. Groth talked 
on organization. 


Harrisburg, Pa.—Harry C. France, financial 
columnist of New York City, spoke on “In- 
surance Avenues.” 








Guardian Advisory Board Meets 


Guardian Life’s field advisory board 
met with President James A McLain 
and members of the official staff to 
review company operations, policies 
and plans from the viewpoint of the 
man in the field. 





Reidy. Topping Reelected 


Daniel J. Reidy, vice-president and 
general counsel of Guardian Life, was 
reelected chairman of the insurance 
section of New York State Bar Assn. 
at its annual meeting in New York. 
Price Topping of Guardian Life was 
reelected secretary. 
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Continental Assurance 
Managers Elect D. A. Carr 


David A. Carr, New York City, was 
elected president of Continental Asgy,. 
ance’s General Agents & Manager 
Assn. at its annual meeting at Chicago, 
Maurice C. Chier, Milwaukee, wa 
named vice-president and Dor 
Coombs, Wichita, secretary. 

Presentation of production a 
by Marshall B. Simms, superintenden 
of agencies, highlighted the m 
attended by 104 association member 
National leader awards for volume 
premium went to H. Malcolm Teare, 
New York City. 


Toronto CLUs Elect 

Leonard W. Summer of Mutual Life 
has been appointed chairman of the 
Toronto CLU. Other members of the 
executive committee are Howard 
Crofts, past chairman; Reginald |, 
Kayler, vice-chairman; Jack Smart, 








treasurer; James McInnis, s 1 
and David Ross and Nelson Earl, ex. 
ecutive members. 





During the first 11 months 
of 1953, the Luthera 
Brotherhood Sales Force 
produced 


$72,010,284.00 


of new life insurance, is 
sued and paid-for. This 
is a 


28% Increase 


over the sales of new 
business for the first 11 
months of 1952. 


Admitted Assets as of December 31, 1952 
$73,919,742.35 


Life Insurance in Force November 30, 1953 


$473,599,836.00 
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Valuable Paper Wallets 


One or a Thousand 
Write for Brochure 
J. M. NEWMAN 


2328 N. Henderson Dallas, Texas 











World's Only Recorder of its Kind 


WALKIE-RECORDALL 
B-LB SELF-POWERED BATTERY RECORDER 


ecords noiselessly in or out of clesed 


e@ AUTOMATIC UNDETECTED 
o4hrs iefcase, containing hidden mike while 


RECORDING up to4hr 

* PICKS UP WITHIN 
60 FT RADIUS 

© VOICE ACTIVATED 
SELF START STOP 

@NO WIRES OR PLUGS 


or 
walking, riding, flying. Conferences, lectures, 
Gictation, 2-way phone. Permanent, unalter- 
able, indexed recording at only 3c per ¥. 
MILES REPRODUCER CO., 4 - 
 ¥. Ve 
812 Broadway, N 3. ‘wut 
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“COMPANY MEN 


Mutual Trust Raises 
Five at Home Office 


Five home office promotions have 
made by Mutual Trust Life. 
Charles H. Kiefer, agency secretary, 
has been advanced to director of 
agency finance; J. Evans Whiting, 
assistant agency secretary, to director 
of agency production; Charles E. 
Yorke, assistant agency secretary, to 
ency secretary; Stuart D. Hecox, 
educational director, to director of 
sales training, and V. E. McLaughlin 

to assistant vice-president. 


Haggard Named Secretary 


of Phoenix Mutual Life 


Phoenix Mutual has elected Paul H. 

Haggard secretary. He joined the 
law department in 
1932. On his return 
from service in 
1945 he was placed 
in charge of the 
planning and per- 
sonnel department 
as assistant secre- 
tary. Since 1951 he 
has been in the 
new business de- 
partment. He is a 
graduate of Wil- 
liams College and 
the University of 
Connecticut law 
school. 








C. 





Paul H. C. Haggard 





Mutual, Canada, Names 


H. L. Guy General Manager 


Harry L. Guy has been appointed 
general manager of Mutual Life of 
Canada, succeeding A. E. Pequegnat 
who is retiring after 45 years with the 
company. 

Mr. Guy joined the company’s ac- 
tuarial department in 1927, was ap- 
pointed assistant actuary in 1928, as- 
sociate actuary in 1930 and later that 
year treasurer. He became assistant 
general manager and treasurer in 1944, 
relinquishing the latter title in 1948 
when his duties as assistant general 
manager were enlarged. He is a fellow 
of Society of Actuaries and served as 
president of Canadian Life Insurance 
Officers Assn. in 1949-50. 





Ulrich in Minneapolis Post 


Phoenix Mutual 
Life has appointed 
Henry N. Ulrich 
manager at Min- 
neapolis. He has 
been with the com- 
pany since 1949 at 
Providence, St. 
Louis and New 
York City. Since 
1952 he has been 
Supervisor in 
charge of activi- 
= in Minneapo- 


Henry N. Ulrich 





P.M. McLeod Promoted 


Phil M. McLeod has been named 
superintendent of agencies for North- 
western Life of Seattle. Mr. McLeod 
has been supervisor in the home office 
agency department. 





Munn to Mutual Benefit 


Mutual Benefit Life has appointed 
Thomas J. Munn assistant director of 
field personnel in charge of nation- 
wide development of brokerage busi- 
ness. He has been with United States 

€ as assistant superintendent of 
agencies in charge of recruiting, train- 

and development of managers, 
Particularly in the east. 
At Mutual Benefit Mr. Munn heads 





a new division responsible for pro- 
moting brokerage business in key 
areas. He entered insurance with Trav- 
elers after four years in the air corps, 

ecoming a unit manager in New York 
City in 1951. He has specialized in 
business insurance. 





Nickelson Joins Southwestern 

Jeff Nickelson has been appointed 
assistant agency director of Southwest- 
ern Life. He has been with Southwest- 
ern since 1940, except for military 
service, and has been at the home of- 
fice since 1951 as supervisor of field 
training. 


Security Mutual, Nebraska, 
Has Home Office Changes 


M. A. Hyde, vice-president and sec- 
retary of Security Mutual Life of Ne- 
braska and with that company for 
more than 35 years, has retired from 
active management. He will continue 
as a director and retain the title of 
vice-president. 

D. I. Parker, who has been vice- 
president and actuary, becomes vice- 
president and secretary. Marvin R. 
Nelson has been named assistant ac- 
tuary, and Donald P. Kidney becomes 


assistant cashier. Wilbur W. Winney, 


formerly an agent at St. Louis, is now 
training supervisor at the home office. 


Duckworth Named General 


Counsel of Life of Georgia 


Life of Georgia has elected J. Lon 
Duckworth general counsel, succeeding 
the late Walter McElreath. Mr. Duck- 
worth, who has been general attorney 
for 12 years, was chairman of the state 
Democratic committee from 1946 until 
1952. He is lieutenant governor of the 
first division of Georgia Kiwanis clubs, 
vice-president of the Atlanta Kiwanis 
club and a former vice-president of the 
American Life Convention. 
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at CLU Conference partnership different from the calen- Life, presents th| tionS- 
(CONTINUED FROM PAGE 4) dar year there may be as much as 23 president’s trophy sional 
to inspire confidence in the survivor’s months’ income lumped into one fis- to Alvin Woi,| 1S pre 
ability to run things without him. cal year of the partnership. Left to right ar solutio 
A high rate of interest would be In that connection the law seems to Milton Altschy, agent's 
demanded, because this would be a be clear, stating that if the partnership who won the pre. | buy 
loan not for a business purpose but agreement specifically provides that ident’s Quot, Mr. 
for a personal purpose. despite the death of a partner the part- Plaque for greates many | 
The other way is to pay three or ner shall continue there will be no percentage of jp. not g1\ 
four cents on the dollar, which of doubling up as far as the deceased crease Over quota; ning tt 
course means life insurance. The pros- partner is concerned. Certainly that Mr. Wolff, whowo, tion t 
pect’s response is nearly sure to be, should be one provision of the con- the trophy for beg study 
“ : ° ° ° ” d 1S 
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could it be?” ; surviving partners but Mr. Zack doub- as the plaque for largest volume; Mr. Kolodny; Arthur Milton, who won th ag ) 
The panel’s discussion then switched ted this. president’s service plaque for greatest number of paid for lives, and Enil the tu 
to partnership problems. Mr. Zack said There isn’t much that can be done Kaselitz, Postal’s agency secretary. All three general agents are located in Ney -_ 
first there is the question of the con- about it beyond having a provision in York City. Postal’s 1953 paid business was $26,453,000, up 15%. December Was _ be 
tinuity of the partnership. Then there the agreement to the effect that death $3.1 million, up 25%. Insurance in force exceeds $100 million, a 25% increase, ha al 
is the question of paying out the de- shall not terminate the partnership. If =" Lt v 
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ceased partner’s capital. Then, the ac- professional qualifications prevent else. It cannot be converted to non- that the estate will remain as a profit. | mitted 

count for and paying of the deceased participation as a partner the estate : P F . . Se ; : 

, ; . j a taxable income or to capital gains. As sharing entity, continuing to share jn | It is a 
partner’s share of earnings since the can be kept on for a period of time, long as the man was a partner right the profits as though it remained as how li 
end of the previous fiscal year. Final- as sharer in the profits of the partner- to date of death, the i ru t "| ea 
ly, there are additional payments that ship. PS ae ee ee ee ee” See : : busine 
the partnership might make out of The second aspect of the profession- '™8 UP ae Geet eee ms pagel aie. Sek emghacinend Gat te ee 

: : : ndlagien rag-tag . ed as ordinary income. The thing to of the partners, as set forth in the Mr. 
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ant income-tax-wise, i R i i aaa : : 
et Beare get - =. ee ere _ tes to pick up the tab for tax liability for professional partnerships check over| the ch 
than 12 months’ i duri ‘ : y z the full amount. This problem doesn’t their own situations. He predicted that| increa 
fiscal sheng p sarpiee “ease — a — no r a, ae usually come up in connection with setting one’s house in order would be| Guter! 
the fiscal for th on See ae oe oe on eee ee ak te may very well arise in con- the equivalent of a considerable} bluebi 
2 year for the partnership is taxability of that share of earnings auction with a stle amount of fees or life insurance sold | it mal 
different from the individual’s fiscal from ordinary income to something The last aspect oneere the additional Mr. Guterman, however, pointe Bp cae 
payments made to a retired partner or that in New York state, termination} stock i 
to the estate of a deceased partner. The of a partnership is required by state} destro 
VV ANT ADS only thing that has been built up in law and he doubted that the life ofa] ness < 
these professional partnerships is partnership could be extended beyond| of the 
something that for lack of a better death by agreement. Consequently, he} maint 
term is called good will, something said, it would be better to arrange the| the fit 
Rates—$18 per inch per insertion—1 inch minimum. Limit—40 words per inch. Deadline 5 P. M. that the senior members of the firm partnership fiscal year in advance in| selling 
all. 8 ae ane W. Jackson Blvd. Individuals placing ads are requested to hope to be able to pass on to the junior such fashion as to forestall the pos-| letting 
THE NATIONAL UNDERWRITER—LIFE EDITION members. It is customary for some sibility of more than 12 months’ in-| his co 
payment to be made by the junior come being bunched in a single fiscal Mr. 
members. The tax treatment of these year. He said this is a serious disad- | Suppo 
WANTED payments becomes tremendously im- vantage in New York and is deserving | tax bi 
Life agent to organize and manage Life depart- AGENCY MANAGER portant under today’s high tax rates of some sort of legislative remedy. contri 
cel ag oe Bl nag all peach tibiae hii l ” to make it easier for the younger mem- Mr. Zack, however, disagreed with | ual is 
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to build debits and to otherwise have com- | decisions, dealing primarily with ac- hypothetical case of a doctors part-| datior 
plete charge of the Company's Weekly | countants. The issues were very clear- nership which entered into an agree-| deduc 
Premium Agency. ly set forth. Usually the surviving ment to have the surviving partner's | to tur 
‘ partner and retiring partner state widow continue as a participant in the | gifts | 
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too quickly in trying to use life insur- 
ance for the solution of these situa- 
tions. He said that once the profes- 
sional man is shown step by step what 
his problem is and what the necessary 
solutions are, he will come to the 
agent’s office “on his hands and knees” 
to buy life insurance. 

Mr. McKinley said he had seen 
many customers of his bank who had 
not given sufficient attention to plan- 
ning their estates. He told of a corpora- 
tion that has a key man but no under- 
study for him. The man is about 75 
and is not insurable and it is too late 
to think of using a buy-and-sell agree- 
ment, for the key-man would not have 
the funds at hand. Probably the best 
course now is to adopt some sort of 
stock redemption plan. But if this man 
had been approached some years ago a 
puy-and-sell agreement might have 
been worked out that would have per- 
mitted a continuation of the business. 
It is a very clear example, he said, of 
how life insurance could have filled a 
business need. 


Mr. Zeigen said that the problems are 
so serious that the agent should be 
sure that he always calls in as many as 
possible of the advisers who can help 
solve the situation. He said the use of 
the charitable foundation seems to be 
increasing. Discussing this course, Mr. 
Guterman said: “We are seeking the 
bluebird of liquidity, in whatever form 
it may disguise itself. You can say to 
a man, ‘Go ahead and dispose of your 
stock in the corporation’ but that would 
destroy the connection with the busi- 
ness and the ownership and control 
of the business that he would wish to 
maintain. The charitable foundation in 
the first instance, furnishes a means of 
selling parts of a man’s stock and still 
letting it remain under the control of 
his corporation.” 

Mr. Guterman said it works like this: 
Suppose a man is in the 80% income 
tax bracket. Ordinarily the charitable 
contribution deduction for an individ- 
ual is 20%. If he takes a block of $50,- 
000 of his stock and he decides that 
over a period of five years he is going 
to turn that over to a charitable foun- 
dation, the first year is entitled a 20% 
deduction and that would permit him 
to turn over, say, $10,000 in charitable 
gifts and get the deduction therefor. 
Under those conditions instead of pay- 
ing $8,000 in income taxes on the $10,- 
000 of income, he has $8,000 in his 
pocket, the foundation now has un- 
qualified ownership of $10,000 worth 
of stock. That, in effect, is a method 
of selling part of his stock to the 
foundation, not giving up any control, 
and beginning to achieve some of the 
liquidity that he wants for his estate. 


The amount of that is limited by the 
20% of gross income deduction for 
charitable contributions but over a 
period of years it can be quite a factor. 
It leaves him with quite a substantial 
amount of cash free of tax. Thus, the 
charitable foundation has an essential 
position in estate planning. Not only 
that but the foundation itself may then 
be in a position, for example, to sell 
some of the stock to the key men in 
the corporation. 

In other words, it may used as a 
vehicle so that ultimately the founda- 
tion steps out of an interest in the 
business by disposing of the stock to 
the key men at a price that would be 
reasonable. Thus, under the foundation 
method, instead of having the individ- 
ual owner sell his stock to the key men, 
and thereby quite likely incurring a 
heavy capital gains tax because of the 
low price at which he originally ac- 

(CONTINUED ON NEXT PAGE) 


Equitable Life, Ia. 
Excelsior Life 
Home Security Life 
Jefferson Standard ............ 
Kansas City Life 
Lincoln Liberty Life ...... 
Mutual Life, Canada .... 
Ohio National Life 
Phoemis Biateel Ee 2... ccecsccsccces 


Provident Mutual Life .............. 718,603,283 

Southwestern Life .........csseseees 296,192,307 y 
Gi Pale We co cc cccivssccccevesees 69,967,988 5,625,069 
Union National, Neb. ...........0.+ 23,729,577 3,658,931 
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22,268,172 
1,982,298 
126,683 
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21,216,272 
2,824,485 
26,458,217 
7,603,366 
40,783,198 
41,486,597 
28,105,383 
4,384,756 
2,137,559 


New Ins. in Increase Prem. Benefits Total 

Bus. Force Dec. In. Ins. Income Paid Disburs. 

1953 31, 1953 in — i sve ye 
128,867,368 1,300,834,807 68,773,632 40,816,692 23,376,897 65,706,393 
44,284,034 333,782,267 26,774,049 9,022,968 3,589,547 6,715,710 
1,701,827 16,021,622 100,608 369,930 74,413 402,516 
163,154,573 1,235,240,245 98,573,964 38,252,299 15,408,572 28,347,641 
125,786,197 1,013,741,546 58,626,547 27,422,342 12,890,334 23,434,101 
9,605,521? 85,657,470 4,403,356 2,239,080 564,831 1,195,050 
166,033,022? 1,537,358,054 140,516,673 41,443,512 25,171,629 42,398,093 
106,546,719 625,427,238 65,637,592 16,175,052 6,533,769 21,856,033 
138,195,138? 1,318,423,034 78,140,121 53,076,573 34,773,756 54,281,553 
144,107,959 1,573,035,001 66,221,803 45,604,854 39,969,074 70,207,676 
153,680,3294 1,065,059,933 85,338,012 38,014,110 14,843,160 26,907,543 
67,527,773 362,874,173 33,396,051 10,757,049 2,604,828 7,763,374 
22,961,472 147,899,983 13,405,214 4,792,385 571,814 1,878,948 


New business figures include the following amounts of revivals and increases for 1953 and 1952, respectively: 1, $557,338, $429,810; 2, $14,217,776, $10,490,502; 


3, $3,484,876, $3,609,437; 4, $37,813,448 for 1953. 
























































The New 
Auditorium Wing 


facilities to be found anywhere. 





For detailed information about the new meeting facilities, 


address: DIRECTOR OF SALES 


at The Greenbrier 


In mid-1954, The Greenbrier will offer enlarged and im- 
proved facilities for group meetings at famous White 
Sulphur Springs, West Virginia. The New Auditorium wing 
will offer groups up to 1,000 the most modern meeting 


systems. Various sized smaller meeting rooms are also in- 
cluded. The entire wing will be air conditioned. 






The new addition will have an 8,600 sq.-ft. auditorium 
with a capacity of 1,075 for meetings and 860 for banquets. 
A theater with continental style seating and an inclined floor 
will accommodate 400. Both will have full stages with all 
facilities, plus the latest projection equipment and PA. 


WHITE SULPHUR SPRINGS, WEST VIRGINIA 


Telephone: White Sulphur Springs 110 
Teletype: White Sulphur Springs 166 


Or inquire of Greenbrier offices in New York, 588 Fifth Ave., JU 6-5500 ¢ Boston, 73 Tremont St., 
LA 3-4497 ¢ Chicago, 77 W. Washington St., RA 6-0625 * Washington, Investment Bldg., RE 7-2642 


AUDITORIUM set for banquet 














Dimensions — 72’ wide by 112’ long. No 
obstructions. Fully equipped stage 

40’ x 20’, orchestra pit, dressing rooms. 
Motion picture and slide projection. 


PA, system. 


110-220v. A.C. power supply with ample 
outlets. Pantries and kitchens adjoining. 


THEATRE 


Dimensions 


56’ x 76’. 





Inclined floor, continental seating. 


Fully equipped stage, 40’ x 16’ 
(34 proscenium opening), 
orchestra pit, dressing rooms. 


Motion picture and slide projection. 


P.A. system, 


110-220v. A.C. power supply. 
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(CONTINUED FROM PRECEDING PAGE) 
quired it, he sells the stock to the 


foundation and gets a full income tax 
deduction at present-day value of his 
stock in his charitable deduction and 
the foundation then sells to the key 
men. Not only that, but the foundation 
can be used as a means of permitting 
stock to be bought by key men in this 
manner: 

Suppose the people who are going to 
continue the corporation don’t want the 
foundation to continue to have an in- 
terest. The corporation itself can buy 
the stock from the foundation. It is 
possible even to work things out with 
the key men so that they don’t have to 
buy this stock. They can be made the 
directors of the foundation. Then they 
can control the corporation by control- 
ling the charitable foundation even 
though the latter is subject to all the 
usual restrictions on such foundations. 

The foundation might well acquire 
insurance on the lives of key execu- 
tives because it could be a sound in- 
vestment and if the foundation owns a 
block of stock it would be a safeguard 
against loss by death of particular key 
individuals. 


The charitable foundation may be 
used as the final beneficiary of gifts 
under the will. There is an unlimited 
estate tax exemption for gifts to a 
charitable foundation. And there is 
only one thing to watch out for—sec- 
tion 3813 of the internal revenue code 
—where dealings between an individ- 
ual and a foundation which he has 
created may, if there are situations 
ereated that tend to be beneficial to 
him, lose the exemption for the foun- 
dation. 

“You must be sure to tread gingerly 
in this field to be sure that the nature 
of these transactions is such that they 
eannot fall afoul of this restriction,” 
said Mr. Guterman. 

Mr. Zack said that there has to be a 
very substantial estate involved be- 
cause if there is just a small foundation 
and it is just used for maneuvering, 
“you can maneuver yourself into more 
trouble than anything else.” 

Asked by Mr. Zeigen what he would 
tell an individual who just wanted a 
bank to act as executor under his will, 
Mr. McKinley said the first thing to do 
would be to have a “heart-to-heart 
talk” with him. This should start off 
by getting a clear picture of what the 
client has in mind. First would be the 
question whether his business interest 
should be sold or held. Permission 
might be given to continue the busi- 
ness but certainly the testator should 
not be so foolish as to direct that a 
business be held and continued in 
operation by the executor or trustee. 
This would bind the bank to continue 


Connecticut Mu- 
tual general agents 
who won the pres- 
ident’s organiza- 
tion award are 
shown with Presi- 
dent Peter M. Fra- 
ser. Left to right: 
Halsey D. Joseph- 
son, New York; 
Melzar C. Jones, 


eae & 
Los Angeles; Henry C. Hunken, Chicago; Mr. Pears Claude C. Jones, Indiana- 
polis, and Ralph H. Love, Hartford. 











the business, often to the detriment of 
the estate. 

The bank would want to know a 
great deal about the background of the 
business, the personnel, etc. The bank 
might come to the conclusion that it 
would not be possible to continue to 
operate the business for any length of 
time. However, the bank might be 
perfectly willing to operate it only 
during such time as might elapse until 
a sale could be made. But there might 
be a slightly different picture if there 
is available competent management. 
The corporate trustee can hardly pro- 
vide management right from the be- 
ginning. There should be management 
to start with, even though there may 
be a question whether the key men 
can be retained by the business. This 
brings up the question of incentives 
for these key men in order to induce 
them to remain with the business after 
the owner’s death. It may be possible 
otherwise for them to cash in on their 
experience by going with other corpo- 
rations or to set up their own business. 

After a heart-to-heart talk, if the 
operation of the business seemed to 
the bank something that couldn’t be 
handled because of the lack of ade- 
quate financing and management, it 
would be very doubtful if any sensible 
executor would want to undertake it as 
his responsibility. 

If continuing the business proved not 
to be practical. liquidating might be 
one answer but on the other hand it 
might be possible to continue to oper- 
ate the business for such time as it 
would take to find a suitable buyer. 
There have been instances where that 
has been done. Sometimes liquidation 
has been the only advisable course. 


Would a corporate executor charge 
an additional amount for running a 
business if he agreed to do it? Mr. Mc- 
Kinley was asked by the moderator. 
He replied that in addition to the usual 
powers there should be specific powers 
in relations to the business, that is, the 
power to do all the things the testator 
would be able to do if he were alive. 
But even with all of these powers a 
responsible executor and trustee would 
be extremely rash if he undertook to 
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make a commitment to operate a busi- 
ness at some future date. A great many 
things might happen between the 
drafting of a will and the final offer- 
ing of that will for probate. Examina- 
tion of the situation should be made 
at the time of death. 

Naturally, said Mr. McKinley, if an 
executor and trustee undertake to 
operate a business the compensation 
that is allowed by law for the normal 
handling of an estate would certainly 
not be adequate. In connection with 
the service rendered in operating a 
business there would have to be com- 
pensation for the extra service. What 
the rate should be would be very dif- 
ficult to say and should probably be 
left to the court. Perhaps the trustee 
should ask for the compensation that a 
board chairman would receive. Corpo- 
rate trustees could do little more than 
supervise the existing management, 
since they normally have no expert 
knowledge of the particular business. 

Discussing the general type of part- 
nership as contrasted with the profes- 
sional partnership, Mr. Guterman of- 
fered some suggestions as to the pro- 
visions that should be in the agreement. 
It is possible, he said, with appropriate 
wording and instructions and authori- 
zation to have the estate continue as a 
mercantile partner if the language is 
sufficiently broad. However, if there 
is to be some kind of buy-out the 
nature of the partnership relation calls 
for certain things in the partnership 
agreement. Normally, the fact that the 
partnership can be terminated at will 
would destroy the  value-fixation 
feature that is present in the normal 
corporate type of buy-and-sell agree- 
ment. So when a buy-and-sel]l agree- 
ment is being drawn up for a partner- 
ship, the agreement should be for a 
fixed term. It should not be a “partner- 
ship at will” because if it is it will 
not be binding because at any moment 
it could be broken and the full market 
value of the business interest realized. 

The second point is that even though 
a partnership is a term partnership, 
nevertheless despite the fact that it 
would mean a breach of contract, a 
partner can break the partnership. 
He might make himself liable for 
violating the partnership agreement 
but he can successfully dissolve it. 
That requires special provisions. In 
connection with the fixation-of-value 
aspect, there should be a provision of 
the right to buy out the withdrawing 
partner in case of a forced dissolution. 
Thus, if there should be a forced dis- 
solution despite the agreement the 
buy-out provision is protected. 

The third element is that there must 
be a first-offer provision throughout 
the lifetime of the partners in order to 
make the values binding on the com- 
missioner for estate tax purposes. In 
this connection Mr. Guterman made 
this observation: From the viewpoint 
of the estate plan, the flexibility that 
may be afforded by varieties of stock, 
the greater ease of acquisition by the 
corporation itself as distinguished by 
the individuals—of the interest of a 
decedent partner the utilization of 





subsection 115(g) (3) it may be desip. 
able to seriously consider where a busi. 
ness is being carried on as a partner. 
ship, the desirability of incorpora 

If such a decision is reached, all the 
previously discussed methods of ob. 
taining favorable tax treatment for 
corporations should of course be em. 
bodied in the formation of the new 
corporation. 

About the worst setup from a tax 
point of view is the sole proprietor. 
ship and the best thing for the proprie. 
nd - do is to incorporate, said Mr 
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Ransom Strickland, Norfolk, is the 
youngest man in the Diamond 
Circle of top Pacific Mutual field 
leaders. 

“If there is any sure recipe for 
field achievement”, declares Ran- 
som, “I believe it’s in knowing 
from the start that you’re condi- 
tioned to make the grade. 

“Pacific Mutual’s Pre-Induction 
Tests showed | could succeed. So 
| always know that my investments 
in study and hard work will pay off. 
| never need to wonder whether 


I’m in the right business!” 
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Sere se Attendance Record Set at 

a partner. | H&A Conference Sessions 

er (CONTINUED FROM PAGE 1) 

_ . cuss details, but so far there has been 

sien Of ob. nothing introduced. The federal rein- 

— ra for | surance program, as the insurance peo- 

of the €m- | ie see it, is designed to encourage 
. = private companies to broaden cover- 

es on a Self-supporting basis. Ap- 

= eat . ently the President has in mind 

.. proprie. only medical care costs and he has said 

@, Said Mr | the best way to accomplish this pro- 


gram is through voluntary plans. The 
question is in what areas does the ad- 
ministration want to move. Mr. Rietz 
said it seems there is no intention to 
move in where private companies are 
already doing a job, but rather to go 
into what might be termed as less suc- 
cessful areas, such as coverage for 
aged persons, low income groups, or 
people living in urban areas, plus a 
more rapid extension of benefit pat- 
terns such aS Major medical insurance. 

The business should welcome sug- 
gestions from any source, particularly 
the government, Mr. Rietz said. How- 
ever, he mentioned the business has 
peen concerned for some time with 
these problems. Mr. Rietz said he be- 
lives there are certain segments of the 
population that can never be covered 
by private insurance, and these are the 
people with low incomes, and persons 
who are uninsurable by reason of 
physical conditions. Where the insur- 
ance companies can fill the need, the 
business should be left alone, he said, 
but in those areas in which insurance 
is unable to operate, some sound out- 
side help is needed. 

Don R. Hodder, Woodmen Accident, 
chairman of the hospital-medical com- 
mittee, explained that the program for 
the hospital session puts all the eggs 
in one basket. But he said, the subject 
is important and is hot. The Wolverton 
committee is studying the problem and 
legislation on it has been introduced 
through that committee. 






Talks on the problem of A&H insur- 
ance for older people were given by 
Charles N. Walker, assistant actuary 
of Lincoln National Life; John H. Mill- 
er, vice-president of Monarch Life; 
Mrs. Elizabeth Breckinridge, Illinois 
public aid commission; Gerhard 
Hirschfeld, Research Council for Eco- 
nomic Security, and Dr. Frank G. 
Dickinson, director of medical econom- 
ic research bureau of American Medi- 
cal Assn. 

Mr. Walker summarized a report of 
April, 1953, on hospital care for the 
aged that was put out by I. S. Falk 
and Agnes W. Brewster of the U. S. 
Department of Health, Education & 
Welfare. Mr. Walker pointed out that 
there are a number of weaknesses in 
the report, the chief one being caused 
by the fact that it is based on a very 
small sample of the population. 

Mrs. Elizabeth Breckinridge, who is 
a consultant on aging in the division of 
program planning of Illinois public 
aid commission, suggested that private 
enterprise give serious thought to ex- 
pansion and improvement of health 
services in the fields of preventive and 
diagnostic care, including health edu- 
cation and counselling, positive reha- 
bilitation programs even for very old 
persons, and provision of auxiliary 
home care programs. 

The insurance companies have a part 
to play in this, she said, mentioning 
that many older persons on retirement 
find it impossible to continue their 
health coverages at a time when illness 
may be the most important cause of 
reduction of personal savings. Without 


insurance coverage, many older people 
delay going to see a doctor because of 
the expense, until they succumb to 
serious illness which could have been 
avoided. 

The insurers would be making a 
wise public relations move, according 
to Mrs. Breckinridge, if they would 
finance additional research on the ex- 
pense of including older persons in 
health plans. 

The conference was host at a cock- 
tail party Monday evening, and next 
morning the group meeting got under 
way at 8 a.m. at five separate break- 
fast sessions covering such topics as 
trade association group, extended ma- 
ternity, claim reserves, blanket cover- 
ages and fringe benefits. The same idea 
was carried over to the second morn- 
ing, and each day the pertinent ideas 
brought out at these gatherings were 
summarized after the luncheon. 

The conference executive committee 
meeting Sunday admitted two new 
companies to membership, Crown Life 
and Mutual Life of Canada. 





Raise W. J. Nelson. Jr., 
to General Agent at Chicago 


William J. Nelson, Jr., has been 
named a general 
agent at Chicago 
for Massachusetts 
Mutual and will 
be associated with 
General Agent 
Earl C. Jordan. 
Mr. Jordan will 
continue as_ the 
head of the agency 
of which Mr. Nel- 
son has been asso- 
ciate general agent 
since 1951. Mr. 
Nelson entered life 
insurance in 1939 








We Coe with Aetna Life 
and joined the 
Jordan agency in 1949. 
Huff Made Federal Life 
V-P, Ogren Is Advanced 


Federal Life of Chicago has pro- 
moted Emery E. Huff to vice-president 
and superintendent of agents and Ver- 
non Ogren to assistant treasurer. 

A 35-year insurance veteran, Mr. 
Huff has been with Federal Life as 
assistant superintendent of agents 
since 1945. Before that for 10 years he 
was with the old Alliance Life of Chi- 
cago. He started in the business as an 
agent at Peoria for Mutual Benefit 
Life, and subsequently served in vari- 
ous field management positions before 
moving into home office agency work. 
He is a graduate of the LIAMA man- 
agement school. 

Mr. Ogren joined the company about 
a year ago after 14 years’ experience 
in trust and investment work with 
Harris Trust Co. of Chicago. He is a 
naval veteran. 





A. H. Moffat Promoted 


A. Howard Moffat has been named 
vice-president and superintendent of 
agencies for National Life of Canada. 
For the past several years he has been 
in charge of the company’s agency af- 
fairs. 

Before that he was with Canada Life 
in the home office as agency assist- 
ant and as assistant to the manager of 
the central Ontario branch. He joined 
that company in 1939. 


Standard Raises Dividends 


A new dividend schedule has been 
adopted by Standard of Oregon for 
policies issued since May 1, 1947. For 
policies issued before that date, 1954 
dividends are the same as in 1953. 

On special ordinary life, premiums 


are lower, dividends are higher, max- 
imum issue is greater, commissions are 
increased, rated cases will be issued 
and present high cash values are con- 
tinued. To make this possible, the min- 
imum issue is increased from $5,000 
to $10,000. 

For restricted occupational class pre- 
viously covered by special ordinary 
life in the $5,000 bracket, a new com- 
mercial ordinary life is now intro- 
duced. 


‘53 Statement Recaps 


Show Forward Strides 


(CONTINUED FROM PAGE 2) 
represented death claims. Dividends to 
policyholders totaled $19,531,214. Taxes 
came to more than $6 million, includ- 
ing more than $3 million of federal 
income taxes. The net yield on invest- 
ments was 3.24%, after federal in- 
come taxes, compared with 3.17%. 

In ordinary production, 73 of the 
company’s 90 agencies bettered 1952 
volumes. A million or more dollars of 
ordinary production was placed by 36 
agents, Henry Hays of Rochester, with 
new sales of more than $4 million, 
chalking up a new company production 
record. 


MUTUAL TRUST LIFE 
“New Life sales for Mutual Trust Life 
in 1953 increased 8.6% to $45,501,116 
to bring tota] insurance in force to a 
new high of $466,069,971, a gain of 
$28,832,022. 

Assets increased 7.1% to a total of 
$145,846,982, and surplus rose 7.4% 
to amount to $12,487,571. Dividends 
paid to policyholders increased 14.4% 
to $1,701,979. 


NORTHWESTERN MUTUAL LIFE 

Northwestern Mutual Life reports 
an all-time high sales volume of $519,- 
762,147 for 1953. New highs also were 
recorded in insurance in force, which 
reached $7,219,090,326 as against $6,- 
886,833,499; in assets, which now total 
$3,069,707,044 compared with $2,909,- 
967,606, and in benefit payments. 

The net interest rate earned on as- 
sets was 3.19% compared with 3.08%. 
Before taxes the rate was 3.38%, up 
from 3.27%. Federal income taxes tot- 
aled $5,517,000. 

Surplus was increased by $11,495,296, 
bringing it to $200,134,956. The se- 
curity valuation reserve of $7,174,479 
and the special reserve for unmatured 
options of $10 million, were increased 
by $4,920,263. Income was $426.9 mil- 
lion compared with $406.3 million, and 
disbursements were $415.4 million of 
which $364.8 million was paid or cred- 
ited to policyholders or beneficiaries. 

A record $49 million in dividends 
will be credited to policyholders in 
1954. 


PROVIDENT LIFE & ACCIDENT 
Provident Life & Accident’s life in- 
surance in force for 1953 reached $1,- 
161,716,102, up $157 million. Assets 
reached $87,599,531, up $10 million, 
and A&H premium income was $40 
million, up $4,300,000. Benefit pay- 
ments totaled $35,964,629, up 10%. 





Borden Heads Tex. Insurer 


John V. Borden has been elected 
president of Western American Life of 
Austin, Tex. Mr. Borden, who is an 
attorney, for 18 years has been with 
American National and American Hos- 
pital & Life. 





Harold Lister and Robert A. Rem- 
mell have been appointed supervisors 
in the Kasche & Kasche general agen- 
cy of Aetna Life in Milwaukee. 


Hancock Names 4 
Vice-Presidents 


John Hancock has made Robert D. 
Patterson, Harold A. Garabedian, Ed- 
ward A. Green and Wendell P. Hilta- 
brand vice-presidents. Charles F. Mit- 
chell becomes 2nd vice-president and 





Harold A. Garabedian Robert D. Patterson 


will retain his present title of financial 
secretary. J. Edwin Matz has been 
elected 2nd vice-president. Vice-presi- 
dent Lee P. Stack of John Hancock and 
President Earl P. Stevenson of Arthur 
D. Little, Inc., Cambridge consulting 
and research engineers, have been 
elected directors. 

Mr. Patterson joined John Hancock 
in 1934, became bond department man- 
ager in 1945 and a 2nd vice-president 
in 1948. Mr. Garabedian joined the ac- 





Wendell P. Hiltabrand Edward A. Green 


tuarial department in 1919. He became 
associate actuary in 1943 and a 2nd 
vice-president in 1948. 

Mr. Green, who joined the company 
in 1948 as 2nd vice-president in charge 
of group underwriting, was previously 
an associate actuary of State Mutual. 
Mr. Hiltabrand joined the farm mort- 
gage department in 1924, became its 
manager in 1945 and 2nd vice-presi- 
dent in 1950. 

Mr. Mitchell, who has been with the 
company nearly 46 years, became as- 
sistant treasurer in 1935 and financial 
secretary in 1945. Mr. Matz joined 
John Hancock in 1949 and was named 
assistant controller in 1950. He was 
previousiy with Metropolitan Life and 
is an army veteran. 





Chicagoans to Hear Coursey 


William G. Coursey, managing di- 
rector of International Assn. of A. & H. 
Underwriters, will address the Feb. 16 
meeting of Chicago A&H Assn. on 
“Successful Sales Aids.” 





Panelists Misidentified 


Identifications of members of the 
New York City CLU estate planners 
day panel were printed in reverse or- 
der in the Jan. 29 issue. The correct or- 
der, from left to right, was Messrs. 
Zack, McKinley, Zeigen, and Guterman. 





Andrews Again on Advisory Board 


W. H. Andrews, Jr., manager of Jef- 
ferson Standard’s home office agency, 
has been reappointed a member of the 
North Carolina insurance advisory 
board for four years. He has been serv- 
ing since 1949. 
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Late News Bulletins... 








Prudential, Union to Resume Negotiations 

Prudential and the AFL union which represents some 15,000 of its industrial 
agents will resume negotiations Monday at Philadelphia. Negotiations were 
discontinued Jan. 30 by the union, which professed dissatisfaction at the com- 
pany’s reaction to its demands. This week the union is polling its members 
to see if they want to give the executive committee power to call a strike in 
the event satisfactory results are not obtained through further negotiations. 


NAIC Committee Invited to Langer Hearing 
WASHINGTON—Members of the National Assn. of Insurance Commissioners 
committee appointed to confer with the Senate judiciary committee in its 
investigation of mail order insurance have been invited to appear before 
that committee late this month. Judiciary committee sources denied any agree- 
ment to hold off its investigation pending the federal trade commission in- 
vestigation of A & H. On the contrary, Chairman Langer is reported to have 


ordered full steam ahead. 


N. Y. Studies Tax Relief in Pension Funds 
ALBANY—President Allen Goodrich of the state tax commission has named 
a committee of tax experts to study the state personal income tax treatment of 
lump sum payments made out of pension and profit-sharing funds to employes 
leaving employment. One proposal is to treat them the same as under federal 
law, which gives them capital gains status. State law treats them as ordinary 
income. No life insurance people are on the committee, which is mostly bankers 


and lawyers. 


H. D. Coley Suceeds Father as Durham Life Head 
Durham Life has advanced S. B. Coley from president to chairman, his son, 

H. D. Coley, from vice-president to president, D. L. Cozart, Jr., from assistant 

secretary to secretary, and D. L. Cozart from secretary to vice-president. 


Volunteer State Promotes Cook, Lyle, Moore 
Volunteer State Life has promoted McClellan Cook and James A. Lyle to 
assistant secretaries and Christopher S. Moore to assistant treasurer. E. Y. 
Chapin, Jr., president American National Bank & Trust Co. of Chattanooga, and 
Howard P. Preston, president of Hamilton National Bank of Knoxville, were 


elected directors. 








Langer Mail Order 
A&H Inquiry Revived 


(CONTINUED FROM PAGE 2) 
in anything dealing with negotiation of 
a master group plan connected with an 
employer’s program involving protec- 
tion of employes. 

Companies are said to be cooper- 
ating with FTC in furnishing ads for 
its study. 

Insurance people are disappointed at 
Senator Langer’s decision to resume 
the mail order investigation. They say 
that when the FTC A&H investigation 
plan was made known, it was sug- 
gested by Langer himself that the FTC 
be left to carry the ball and his com- 
mittee would lay off. This was agree- 
able to the business people, who say it 
was definitely part of the understand- 
ing under which the industry is co- 
operating with FTC. 

That cooperation, however, does not 
concede jurisdiction of FTC to regulate 
A&H generally. If FTC attempts the 
latter, industry representatives here 
say there will be a hell of a fight. 

Meanwhile, however, the industry 
is going along with FTC, hoping to 
avoid too unfavorable publicity even if 
all A&H business is not given a com- 
pletely clean bill of health in the FTC 
report. 


L. A. Decision Against Agent 


LOS ANGELES—Following a trial 
that lasted for several days, a Los An- 
geles jury returned a verdict for the 
respondent in the suit filed by Lloyd 
Steadman, an agent for the New York 
Life, against Dr. Karl Sicherman in 
which Steadman sought $1 million 
damages on grounds that the physi- 
cian, in a letter to the home office of 
the company had defamed Steadman’s 


character and had libeled him. 

The action grew out of a suit entered 
in the Los Angeles court in which 
the physician sought recovery of pre- 
miums, cancellation of policies and 
damages. The physician’s suit was 
based on policies under the bank loan 
plan, and charged misrepresentation. 
This suit has been set for trial on May 
16. 





AFL Asks Locals to Watch 
Handling of Welfare Plans 


At Miami the AFL executive council 
adopted a recommendation that all af- 
filiates adopt procedures to insure 
proper administration of health and 
welfare funds. 





Restraining Order Against 


El Paso Insurers Extended 


District Judge Charles O. Betts at 
Austin has extended a temporary re- 
straining order against United Lloyds 
and United World Life, both of El Paso, 
which prevents the companies from 
doing business until a hearing on a 
temporary injunction sought by Texas 
is concluded. 

The original restraining order was 
issued by Judge Betts Jan. 28 and pre- 
vented the companies from disposing 
of any assets pending a receivership 
action. 

The suit, filed by Attorney General 
Shepperd, declaring that the two com- 
panies falsely claimed assets in cash 
and securities that did not exist, has 
been attacked by Charles Crenshaw, 
attorney for the companies, who con- 
tended that the state insurance code 
requiring 30 days’ notice before bring- 
ing suit, was not complied with. The 
action, he said, “is working a great 
detriment and harm to the policyhold- 
ers. 

On the motion of Frank Hunter, El 
Paso attorney, Judge Betts modified 


the restraining order to permit release 
of personal bank accounts of all but 
one defendant, Spencer S. Treharne, 
chief officer of both companies. Origi- 
nally, assets of all defendants were 
frozen. 

The action by the state to appoint 
a receivership is by way of determin- 
ing true ownership and proper distri- 
bution of the assets of the insurers and 
its seven agencies, five of which are 
military writers. United Lloyds was 
organized as a mail-order insurer for 
military personnel. United World Life 
supposedly never excercised its char- 
ter, which permits writing of A&H in- 
surance. 

An affidavit by L. W. Blanchard, 
chief examiner for State Board of In- 
surance Commissioners, was presented, 
stating the companies had a surplus 
deficit of $426,424 and alleging that the 
funds of the two companies had been 
intermingled with Treharne’s funds. 


National L.64A. Hikes 
Capital and Cash 
Dividends by 25% 


Directors of National Life & Accident 
have approved a 25% stock dividend 
that increases the company’s capital 
from $20 million to $25 million. Direc- 
tors also declared a quarterly cash 
dividend of 12% cents per share, on 
both old and new stock, both it and 
the stock dividend payable March 1 to 
stock of record Feb. 19. 

Since 1943, the company’s capital 
has been increased $15 million, and the 
current cash dividend, higher by 25%, 
is the first such boost during that time. 
With $25 million, National L. & A. will 
have the third largest capital of Amer- 
ican life insurers, behind only Travel- 
ers with $40 million and Aetna Life 
with $30 million, companies which 
each have assets about five times that 
of National. 

In a letter to stockholders, noting 
the company has a “well-defined gen- 
eral philosophy concerning future div- 
idend policy, subject to prevailing con- 
ditions”, Chairman Edwin W. Craig 
stated the past frequency and percent- 
age of stock dividends should not be 
regarded as a future pattern. Appraisal 
of present conditions, he said, do not 
seem to indicate the advisability of 
future stock dividends on a scale ap- 
proximating that of recent years. 

The letter added: “We realize the 
impossibility of establishing dividend 
policies for the very uncertain future, 
and nothing in this unusual letter is 
to be so construed. When, on the other 
hand, we have a general philosophy 
on the subject, and when we have evi- 
dence of widespread misunderstanding 
concerning it, we believe your best in- 
terest is served by our expressing it.” 








Hear P. M. Mutualization Case 

SAN FRANCISCO—An appeal by 
shareholders of the old Pacific Mutual 
Life to the decision of Los Angeles Su- 
perior Judge Nourse denying their at- 
tempt to vacate the rehabilitation and 
mutualization agreement for the pres- 
ent Pacific Mutual Life was heard here 
Wednesday in the state appellate court. 
An early decision is not expected and 
it is likely the litigation will move 
higher through the state supreme court 
and the U. S. Supreme Court. 

Following the ruling of Superior 
Judge Willis in 1938, approving the re- 
habilitation and reinsurance agree- 
ment, shareholders and non-cancella- 
ble policyholders of the old company 
carried the case through the courts to 
the U. S. Supreme Court. In all these 
appeals the decision of Judge Willis 
was upheld. 





e American Life & Accident of St. 
Louis will institute a pension plan for 
employes this month. 
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GILMORE ADVICE 


Trust Man Has Duty 
to Refer Only Top 
Agents to Clients 


NEW YORK—Responsibilities gg 
trust officers in respect to life insyy. 
ance were emphasized by Presiden 
Robert C. Gilmore, Jr., of Nationa 
Assn. of Life Underwriters in his aq. 
dress at the midwinter trust confer. 
ence of the American Bankers Asn 
here. He also stressed the ways jp 
which agents should cooperate with 
trust companies in the joint interest of 
their clients. 

One responsibility, assuming the gj. 
ent has no natural contact, is to ree. 
ommend to clients only those agents 
who by training and reputation and tp 
the trust man’s personal knowledge 
can best serve the client’s interest, 
Another is to help curb the use of the 
bank-loan plan in selling insurance ex. 
cept in the relatively rare cases where 
such a course can be justified. The 
agent is really the guilty party, saig 
Mr. Gilmore, but all too often some 
bank official is at least an accessory, 

Mr. Gilmore said it is just as much 
the trust man’s job as the agent’s to 
see that situations calling for business 
insurance are taken care of, as an aid 
to the community and to preserve the 
integrity of local employers of labor, 
He said he couldn’t see how this can 
be done without life insurance in vir- 
tually every situation and added, “I 
believe you should have the courage to 
say so.” It may not be what the client 
wants to hear and he may not even be 
insurable but disruption of a business 
that throws workers out of jobs and 
puts an economic burden on the town 
is at least partly the banker’s respon- 
sibility just as it is the agent’s, said 
Mr. Gilmore. 

Such responsibility exists, too, in 
connection with the individual’s es- 
tate plan, he said. 

“Just how much risk capital do you 
believe your clients should employ?” 
he asked. “Have you made absolutely 
certain, by thorough check with your 
client’s life insurance agent, that the 
risk will not ultimately be shared by 
you, as executors or trustees, by your 
community, and most important, by 
your client’s dependent family?” 

Mr. Gilmore also challenged the 
average career agent to examine, more 
than just casually, his policyholders’ 
needs for trust department services. 
Agents should make sure that the flex- 
ibility and security offered by trust 
departments are part of their consid- 
ered planning in every case, he said. 








National Travelers Draws 


5-Day Suspension in Cal. 
Commissioner Maloney of California 
has suspended certificate of National 
Travelers of Des Moines as to the right 
to transact disability insurance in Cali- 
fornia for a period of five days, Feb. 
13-17 inclusive. This arises out 
charges on the part of the department 
that National Travelers was engaged 
in misleading advertising. The 
sion does not apply to the right to sell 
life insurance. 
The order was issued following a 
series of conferences at which the 
partment says the company officers 
signed an agreement that the code vio- 
lations, while acknowledged, were un- 
ne and without wrongful in- 
ent. 





e Los Angeles supervisors at their 
January meeting heard a talk by W. 
W. Stewart, Los Angeles general agent 
of Pacific Mutual Life. 
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UNITED BENEFIT LIFE 
PASSES 


BILLION in FORCE 








UNITED of OMAHA has become the nation’s YOUNG- 
EST OLD-LINE LEGAL RESERVE STOCK LIFE IN- 
SURANCE COMPANY with $1,000,000,000.00 of insur- 
ance in force. 

By reaching its first billion-in-force during this, its 27th 
year. United Benefit Life set a new world’s record! 


Setting records is nothing new for United Benefit. On its 
twentieth anniversary, it made a record, by attaining a 
half-billion insurance in force. In the seven years since 
then, its insurance-in-force has doubled. 


This progress has been made on the basis of STRENGTH, 
STABILITY and SERVICE, and has put United Benefit 
among the top 6 per cent of America’s life insurance 
companies. 





UNITED BENEFIT LIFE INSURANCE COMPANY 
HOME OFFICE: OMAHA, NEBRASKA 














celebrating 


25 Years of service! 


with life insurance in force exceeding 


$521,000, 000.00 


PLUS: One of the most advanced 

agent’s training programs in the 

nation .. Supervised offices... 

Trained Group men to assist 
agents .. An alert Underwriting 
and home office staff . . Top com- 

missions .. Company outings . . 

App-A-Week clubs and agent 
contests . . . the finest insur- 
ance plans. 


REPUBLIC NATIONAL 


LIFE INSURANCE COMPANY 






ie 
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Theo. P. Beasley, President Home Office, Dallas 





























Billion Dollar Man 


H™: A MAN we're mighty proud of. He’s Mr. Manufacturers 
Life —the sum of all the men who have represented the 
Company since it was first organized. He is the man who helped 
to arrange the life insurance contracts that since 1887 have paid’ 
benefits of over $500,000,000. 

The Manufacturers Life’s 67th Annual Report reveals that as- 
sets have also passed the half billion dollar figure and now amount 
to $540,282,970. Business in force now totals $1,744,984,094. 


The United States business of the Company now represents 
30% of the total amount in force. New business in this country 
during 1953 reached a record high of $92,443,278. 


THE 


MANUFACTURERS 
INSURANCE LIFE COMPANY 


HEAD OFFICE (Established 1887) TORONTO, CANADA 
5-54 














Just What the Client Ordered! 


How many times has a prospective client said to you . . 
“Why doesn’t your company come out with one policy to 
cover all my sickness and accident requirements?” 


NOW Illinois Mutual Casualty Company 
has a completely different 


ALL-IN-ONE POLICY 
Covering: © Lifetime benefits for total disability—accident © Five-year benefits 
for total disability—sickness, regardless of house confinement © Hospitalization 
© Surgical benefits © Blanket medical expense (accident) © Travel accidents © Acci- 
dental death - - - A COMPLETE package of protection. 










Add this most salable policy to your sales portfolio. Territories open in: 
Illinois, Indiana, Ohio, Michigan, Minnesota, Missouri, and Wisconsin. 


Illinois Mutual Casualty Co. 


(non-assessable) 


HOME OFFICE: 411 LIBERTY ST., PEORIA, ILL. 


E A. MeCORD 


President Exectuive Vice-President 
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ITS NAME INDICATES 
PTS CHARACTER 


I N ADOPTING the name of Abraham 
Lincoln, this company assumed the 
responsibility of measuring up to that 
great name—in character, integrity 
and thoughtful human service. 


Guided and inspired by Lincoln’s 
basic principle of the greatest good 
for the greatest number, Lincoln 
National constantly seeks to serve 
the largest proportion of applicants— 
men, women and children in 

all walks of life. 


"Even men of modest income can 
safeguard their families with a sound, 
low-cost Lincoln National life 
insurance plan. For details about 
this plan designed especially for 
the man who wants maximum life 
insurance during the years he needs 
it most, consult the Lincoln National 
representative in your community. 


© 1954 THE LINCOLN NATIONAL LIFE INSURANCE CO. 
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This full-page advertisement is reproduced from the February 13, 1954, Saturday Evening Post 
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